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Misleading Advertising on Diamond Values 


OMPLAINTS have come from many quarters 
C to the effect that some retailers, particularly 
installment jewelers, have been using the 
change in the tariff as an excuse for announcements 
to the public of reductions in the price of diamonds. 
The objections that were voiced to some of the ad- 
vertising was not so much on the ground that the 
particular dealer offered diamonds at a reduced price 
as it was to the effect that the whole tenor of the 
advertising tended to create the impression that the 
market price for diamonds has gone down. Objec- 
tion was also raised to the fact that though the re- 
duction in the duty of diamonds was only 10 per 
cent ad valorem (which made a difference of ap- 
proximately 8 per cent from the cost under the old 
_tariff) some advertisers had announced a 20 per cent 
reduction and created the idea that the change in the 
tariff had brought this about. 

Such statements are not only absolutely untrue 
but are entirely unfair to the advertiser’s legitimate 
competitors, who wish to maintain their old price 
or reduce them to the extent that the cost has been 
affected by the new tariff. 

One or two of the advertisers about which com- 
plaints were made created an impression so thor- 
oughly at variance with the facts as to constitute 
distinct technical misrepresentation under the ad- 
vertising laws of many states. Whether the fault lay 
with the jewelers or with the advertising agents 
who prepared the copy we do not know, but the 
Whole effect is unethical and harmful to the jewelry 
trade, and in the end to the advertiser himself. 

We cannot understand how a progressive and in- 
telligent merchant can countenance advertising of 
any kind that will create the idea that the market 
price of diamonds has gone down. In the first 
Place, it is not so. The market value of both rough 
and cut stones has been maintained throughout the 





world crisis to an extent that has not been equalled 
in any other commodity, and it is this stability of 
value that gives diamonds the strongest selling point 
in the eyes of the public. The moment the public 
gets the idea that diamond prices are on the way 
down, sales will naturally decrease. But they are 
not on the way down. Not only is the tendency 
upward, but the chances are that the 8 per cent 
difference in prices created here by the new tariff 
will soon be absorbed by direct or indirect raises in 
the price of rough from the London Syndicate as 
soon as the demand becomes normal. 

It is reported that at a recent convention of “mor- 
ticians” a progressive undertaker warned his col- 
leagues against reducing prices by saying that “the 
death rate in the United States cannot be affected 
by any decrease in the cost of funerals.” While con- 
ditions are not the same in the jewelry trade, there 
is much in the principle enunciated that can apply 
to our industry. If a customer will not buy fine 
diamond jewelry at its normal price, he is not apt 
to be induced to buy it on any pleas that diamonds 
are going down, or by advertising that will indi- 
rectly create this impression. 

A jeweler has a perfect right to advertise his 
stock at low prices or create the idea he is selling 
lower than his competitors, when this is the case; 
but announcements that create the idea that prices 
have gone down (particularly statements that give 
figures that are untrue and misleading) can in no 
way help the advertiser, though they can do decided 
harm to the industry at large. 


Oi Sitgav Willen 


Editor. 


N explaining 
| the Jerome 
L clocks in his 
book, “The Ameri- 
can Clock Business,” 
published in 1860, 
Chauncey Jerome 
said that this could 
be made for $1 less 
than the Terry clock 
and sold for $2 more. From then on Jerome clocks 
were a factor to be reckoned with. Soon they were 
being merchandised by peddlers in all parts of the 
country. Gradually a distinct opposition to peddlers sell- 
ing Yankee clocks developed in the South. By 1835 our 
solid South had devised a scheme of State licenses for 
peddlers of Northern goods that was so high as to be 
prohibitive. To cope with this, the Jerome firm started 
a factory at Richmond, Va. It was a factory in name 
only. Actually it was an assembling plant for cases and 
movements shipped flat from the Naugatuck Valley. The 
Southerners did not realize this and were greatly flat- 
tered by having their own clock factory. To Chauncey 





Early New England mantel clock. 
New England clock makers made 
this type during early years of the 
Republican era. This clock was 
made by David Wood of Newbury- 
port, Mass., about 1800. Photo, 
courtesy of Metropolitan Museum 
of Art 


Jerome this subterfuge was most distasteful, for “every- 
one know it was all humbug,” still he continued the plan 
and the panic of 1837 found him in Richmond, harried 
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Development of Yankee Clock Selling .in the South checked 
by requirement for prohibitive State licenses for Northern 
peddlers—Jerome Clocks come into prominence 





(Continued from issue of June 5) 


by business troubles and thinking it was “all up with 
the clock business.” 

The darkness of this period was just a prelude t 
Jerome’s greatest days. At this time the idea of a clock 
with a stamped brass movement came to him, which not 
only brought him a fortune that he later lost, but revo- 
lutionized American clockmaking. Wooden works clocks 
were henceforth a thing of the past. 

“One night I took one of my clocks into my room,” 
wrote Chauncey Jerome in recounting how this idea came 
to him, “and placing it on the table left a light burning 
near and went to bed. While thinking over my own bus 
ness troubles and disappointments, I could not help feel- 
ing very much depressed. I said to myself I will not 
give up yet, I know more about the clock business than 
anything else. That minute I was looking at the wooden 
clock on the table and it came into my mind instantly 
that there could be a cheap one-day brass clock that 
would take the place of the wooden one. I at once be 
gan to figure on it, the case would cost no more, the dials, 
glass and weights and other fixtures would be the same 
and the size could be reduced. I laid awake nearly all 
night thinking the new thing over. I knew there wasa 
fortune in it. 

“I arrived home from the South the 28th of January 
and told my brother, who was a first rate clockmaker, 








Three typical 
Connecticut clocks. 
The one at the left 
was made by Seth 
Thomas, the center 









by the New Haven 
Clock Company 
and that at the 
right by Chauncey 

& Noble Jerome 
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ghat I had been thinking about since I had been gone. 
He was much pleased with my plan, thought it a first rate 
jdea and said he wou!d go right to work and get up the 
movement, which he perfect.d in a short time, so that it 
was the best clock that has ever been made in this or 
any other country. There has been more of this same 
ind manufactured than any other in the United States. 
What I originated that night on my bed in Richmond 
has given work to thousands of men yearly for more 
than 20 years, built up the largest manufactories in New 
England and put more than a million dollars in the 
pockets of the brass makers, ‘but there is not one of 
them that remembers Joseph.’ ” 

This brass-movement Jerome clock with its simple 
case WaS a success almost at once. The movement was 
all its author claimed it to be. The case had a mahogany 
veneer front of O G moulding lines that appealed to a 
public using decadent American Empire furniture, it- 
self replete with the same type of moulding. By 1841 
Chauncey Jerome was the sole owner of his clock com- 
pany, having bought out brother Noble and Darrow. 
That year his net profit was $35,000. So great was the 
demand that “men would deposit money before orders 
were finished.” Three years later he opened a clock- 
case factory at New Haven. The next year his move- 
ment factories at Bristol burned. He then moved his 
entire business to New Haven. For 11 years Jerome 


QOOOHHOOO 


Seth Thomas made this 
Jerry type clock, pay- 
ing for the privilege 
under a sort of license 
agreement 


OOOHTHOCOO 





was “sitting on top of the world.” His factory turned out 
200,000 clocks a year; he successfully invaded the Brit- 
ish market despite the English board of trade; and was 
elected mayor of New Haven. In 1855 the crash came. 
The Jerome Manufacturing Company had absorbed the 
Terry and Barnum company, of which P. T. Barnum, 
the Circus King, was the backer. The previous debts of 
this company proved too much of a load. The Jerome 
Company failed. The balance of Chauncey Jerome’s life 
was spent in obscurity and he died in very straitened cir- 
cumstances. He always blamed Barnum, while Barnum, 
himself nearly ruined, was clever enough to convert the 
episode into good advertising for his temperance lec- 
ture and his American museum. Out of the debacle 
came the New Haven Clock Company, headed by Hiram 
Camp, nephew of Chauncey Jerome and forebear of Wal- 
ter Camp, who later combined coaching Yale’s football 
team with clockmaking. 
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In the main this is a story of clockmaking in the 
Naugatuck Valley. The Terrys, Seth Thomas and 
Chauncey Jerome were the outstanding principals, but 
there were others in the field whose ability and success 
could with justice be recounted if space allowed. Also 





CcLog Kiard WATCH-MAKER. 
EGS leave to inform his friends, 
aed former cuftomers, that after eight years ab- 
A _ fence from this county, he has again begue his bubbefs 
OO aia OO at his farm in GRAFTON, eight miles irom Worsel- 
’ LiL ter, where he carries on CLOCK and WATCH. 
MAMANG in all cheir various branches. He would in- 
turm the publick, that he has far thefe many yews pait, 
been with the beit approved clock and watch-makers on 
the contiuent, in order > ron wt — “a 

the Mitferent branches aid buGnefs, Pp 
are often greatly impofes on, by employing untkiiful 
workmen ; and many gad warches as weil as clocks 
have been eimoft entirely rained by thofe pretenders to 
this art. Sard Willard lere «tr go out of his — 

yy she w anant. He is Jetesmined to 

The Willards be- paginegion i cept and as he lives on a 
lieved in adver- firm, and hls expences ase much lefs than if he Lvedia 
* 6 ° - 4 Seaport, he can affird to work cheapet; itis alfo me- 
tising. This is ceffary, that his bufinets (to doit weil) thowld be carri- 


P on inretirement. In order the betterto atcorame- 
typical of the Soe Poblic, he has enggnd with Me, Thomas to 
a receive and forward ail commands at Bis printing: 
newspaper = a andes m4 vie, het with bi, wt 
rtist Le fafqly forwarded to mc at Gratton, on Thurdays, “an 
~ tising done u on a follgwing will be returned, finifhed, to (aid 
Aaron, Simon office, where hale who left chem receive thear, 
° ° sarranted ; and} the eapence not more 
and Benjamin. > than one half en muuch as omni: : Sane 
. takers in fea-ports.<-Said Wi informs thole 
Simon, Jr., too have parchafed clocks of im before the wae, (as be baa. 
; . won teed an’ Riley diene 
was a liberal , at ewe oa io the fe) that th“ whieb »., Ret 
- if , he is ready to repair, and wirranted once gravis, 
user of newspa i ate cay tude fo Gale shahiog, Gx: Gx the 
per space gifo makes the 


New Invented CLQCK-JACK, 
for roatting meat ; faid jocks may be had of Mefiss. 
S, and S. Sanissoey, merchants, in Woacestes. 
This jack was inventedby M:. Simon Willard , who ob- 
trined a patent from the General Court for an excluhve 
right. Said Simon Willard has authorised me to make 
faid jacks, which are very uf-ful and much approved of 
by thofe who have experienced them.—They are much 
cheaper than imported jacks and more durable. —Cvan- 
OOO Ci try produce will be takea in payment for his work.— 
_ Said Willard al(o makes , 
All kinds eof TIN-WARE, 
which he fells wholefale and retail. 
&P Wanted by faid Willard, t-ve 
or three aft-we, [prightly BOVS, about fourte.n years of 
agt, # Oppr mime. 


v 








the many clock shops which sprang up in various parts 
of the country were largely founded by men who had 
learned their trade back in the Clock Valley, the birth- 
place of a real idea—inexpensive clocks for the common 
people. 

THE END 
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The Recognized Authority of the Trade 








Diamonds in Bond Valued at 
$1,250,000 Not $125,000,000 


Y an unfortunate typographical error there ap- 
B peared in the New York Notes of last issue a 
statement exaggerating by 100 times the 
amount of the withdrawals of diamonds held in 
bond in the Federal Customs during the first two 
days of the Tariff Law. The statement should have 
given the value of the diamonds withdrawn as 
$1,250,000.00 whereas the compositor misplaced the 
decimal point, making the amount published $125,- 
000,000. 

Of course, the amount would appear absurd to 
anybody who knew anything about diamonds coming 
from abroad, as it is about double the value of an 
entire year’s importation. However, as the figures 
may be collected or quoted by people who know noth- 
ing about the subject, we make haste to call atten- 
tion to the error. 

Incidentally, it might be remarked that the with- 
drawal of only a million and a quarter dollars’ worth 
of diamonds from bond indicates that there is no 
truth in the reports of large importations in bond 
and there is no reserve stock of diamonds available 
to the trade due to the small importations of the 
last six months. Increased stocks of fine goods will 





not be available until sometime after the cutting 
shops of Europe are running again on full schedule. 


Watches and Clocks Always im 
Demand 


HERE have been differences of opinion in the 
[vas as to whether the jeweler can properly be 

classified as a purveyor of luxuries or whether 
or not his is a luxury business. But whatever may 
be the opinion as to some of the lines which he car- 
ries, there is no difference of opinion as to the cate 
gory of watches and clocks, which, today, are prime 
necessities and perform a valuable function in social 
as well as in business life. These are, therefore, 
lines which hold a place of first importance both in 
the merchandising and advertising programs of our 
retail trade. 

Whether business is good or bad, whether fash- 
ions call for more or less jewelry, whether precious 
metals have or have not a call in fashion or popu: 
larity, timekeeping instruments are in demand 12 
months of the year and are wanted by people of all 
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ages, of both sexes and in every condition of life. 
They are wanted as generally in California as in 
Maine, in Mexico as in Canada. 

Is it any wonder then that the jeweler should con- 
sider his watches and clocks among the articles to 
which he must constantly and continuously give his 
first attention? 


Platinum Consumption by Jewelers 


in 1929 


HE use of platinum by jewelers in 1929 for the 
[irs time was less than half the amount used 

in all industries. This is shown in the report 
on “Platinum and Allied Metals in 1929,” just re- 
leased by the Department of Commerce, and accord- 
ing to these figures, of the 191,619 ounces of plati- 
num metals used, the jewelry trade consumed 93,078 
or about 49 per cent; the electrical trade used 40,705 
or about 21 per cent; the dental trade, 26,231 or 
about 14 per cent, and the chemical industry 21,951 
or about 11 per cent. In 1928 the jewelry trade used 
55 per cent, the electrical 17, the dental 12, and the 
chemical industry 11 per cent. 

In platinum alone last year, however, the jewelry 
industry used more than half, or to be exact 84,000 
of the 145,000 ounces consumed. In iridium jewelers 
used 3737 of the 5999 ounces. 
But strange as it may seem to 
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A Newspaper Editorial on 


Diamonds 


HAT not all the newspapers are seeking to 
| noc the diamond trade but that some look 

upon the sale of diamonds in the proper light, 
has been called to our attention by several readers 
who wished to call attention to a leading editorial 
signed by Edward Orleans published by the Daily 
Mirror of New York, May 10. It reads in part: 


A DIAMOND FOR EVERY WOMAN— 


“The American man is conceded to be the most liberal 
spender in the world. And when it comes to spending on 
the women of his household—well, the least said, the fewer 
tears will be shed by John Bull and his thrifty little 
European playmaters. 

“The latest proof of this is that 80 per cent of all the 
diamonds mined during 1929 came to America. 

“There were mined, all told, 7,348,000 carats, valued at 
$72,960,000. The check shoved across the table to Mr. 
America amounted to $58,368,000, which the young man 
paid with a flourish. 

“And it was worth every cent he paid. For the ladies, 
God bless them, were by this investment made even more 
beautiful than they already are. 

“Artists and connoisseurs of beauty contend that, while 
the well-kept hand, the lovely wrist, the smoothly rounded 
throat are indisputably beautiful in themselves, their grace 
and charm are marvellously enhanced by the dazzling 
sparkle of a diamond. 

“A pure white stone on a woman’s dainty finger, a circlet 
of corruscating gems on her wrist, or a locket, pendant or 
solitaire, hung by an almost invisible chain around her 
shapely neck, add that last artistic touch that is just this 
side of the superlative. 

“And no gift can be more appreciated. For it is at once 
a gracious thought and a tender token of love. It’s some- 
thing like the quality of mercy, in respect to the fact that 
it pleases him that gives and her 
that takes—to paraphase Portia. 

“In view of our 1929 record as 





those who look back on the 
palladium situation a few 
years ago, jewelers in 1929 
used but 4451 ounces of the 
37,856 ounces of palladium 








diamond buyers, there would seem 
but little justification for the 
European contention that America 


‘“‘An Endless Source of | is. materialistic. A nation that 
Information” : 


buys 80 per cent of the world’s 
output of diamonds must have an 
eye for beauty.” 











which went into the indus- 
tries, while the electrical trade 
used 18,856 ounces and the 
dental trade 12,156 ounces. 
The use of palladium in plat- 
inum combinations in jewelry 
has been gradually decreasing 
and has now reached a point 
where it is no longer a factor 
in our industry. 
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“Montoursville, Pa., June 16, 1930. 3 


“It may interest you to know that your 
splendid magazine is an endless source of 
information and that a goodly portion of 
the credit for what I have accomplished in 
the past is due to the splendid hints that I 
have derived from same. I am especially 
interested in your “Workshop Notes and 
Queries.” 

Very truly yours, 


' Melvin L. Schlauch 


* * * 


The above is a sample of many letters that 
we are receiving from small jewelers of the 
country who are making progress and find 
THE JEWELERS’ CIRCULAR of distinct benefit 
to them in their business. It is our aim to 
have each issue of THE JEWELERS’ CIRCULAR 
contain some articles that will help make a 
man a more progressive merchant and a bet- 
ter jeweler and aid in developing ideals that 
will establish his position in his community 
as a business man of the highest type. We 
sincerely trust that Mr. Schlauch who is now 
located in his new store at 338 West Fourth 
St., Williamsport, Pa., will find future issues 
as interesting and beneficial to him in his 
new business as he has those of the past.— 
Editor THE JEWELERS’ CIRCULAR. 











The request was made to us 
to republish this editorial for 
the benefit of the jewelers 
who have not seen it and who 
might wish to use it in their 
sales promotion or endeavor 
to have it recopied in their 
local papers. 
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vewelry Track 





ERTAIN definite tendencies are indicated in prac- 
tically every section of the country for the return of 
yellow gold in a survey of the industry just com- 

pleted by THE JEWELERS’ CIRCULAR. Exceptions are 
made in a few instances, but these negative replies re- 
ferred mostly to yellow gold not being a suitable material 
for diamond mountings, all jewelers interviewed believ- 
ing platinum and white gold are the proper materials for 
setting diamonds. 

There are two outstanding trends reported in the sur- 
vey, the first being that yellow gold was having a promi- 
nent place in the call for men’s jewelry, and, secondly, 
jewelers in every instance reported that the return of 
yellow gold would be a welcome stimulant to business. 
The reasons advanced by jewelers for this statement 
were that yellow gold was more difficult to copy effec- 
tively in making imitations and that its wearing quality 
and finish was not as easily duplicated as in the case of 
white gold where chromium plating has so effectively 
been used in substituting white precious metals. 

The demands for yellow gold seem to center around 
men’s strap watches and sport jewelry for women, as 
well as the use of colored gold in the emphasing of plati- 
num and white gold to give color contrast. There seems 
to be running through the reports an indication that 
women are willing to accept yellow gold as a welcome 
change from white gold which has held its place so well 
during the past years. 

Some jewelers report that if it were possible to stimu- 
late the use of yellow gold sufficiently to create in the 
minds of the younger generation that this was and is 
still the exclusive metal, that yellow gold would become 
the fashion, a development that would stimulate its popu- 
larity. 

Jewelers are apprehensive regarding the return of yel- 
low gold too suddenly without their having opportunity 
to dispose of stocks and merchandise of white gold, some 
referring to the situation when white gold entered the 
trade too suddenly and many jewelers found their stocks 
of yellow gold unsalable because of the sudden vogue for 
white metal. This experience has taught them that a 
new style trend must be approached carefully and not too 
suddenly in order that it will not be necessary to sacrifice 
a displaced merchandise caused by the new style trend. 

The consensus of the sentiment expressed by practi- 
ctlly all correspondents is that jewelers would be willing 
to promote the return of yellow gold if education of the 
public on the part of the manufacturer was introduced. 
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A definite sentiment toward yellow gold is expressed by 
jewelers as a great opportunity for the return of higher 
priced as well as quality merchandise. The purchasing 
of this character of jewelry would be directed back into 
the legitimate stores should yellow gold stock be revived, 

A summary of the reports from some of the leading 
cities in different sections of the country follow: 


NEW YORK 


“Wholesalers have noted no increased demand for yel- 
low gold jewelry, but one or two are certain it is coming. 
Do not believe, however, the proposition should be pushed 
too hard at this time, explaining that the retailers should 
be given opportunity to get rid of their stocks of white 
gold on hand. Summary: It seemed to be the consensus 
of opinion of those interviewed that yellow gold jewelry 
is destined to return, just when, ‘though, no one was pre- 
pared to say. They are all anxious to see it come back.” 


* *% * 
NEWARK, N. J. 


“Some retail jewelers find a slight preference for yel- 
low gold except in diamond jewelry. In gentlemen's 
jewelry the preference shown for green gold, sharing 
much of yellow gold popularity. It is generally felt that 
customers in certain sections are receptive to yellow gold 
jewelry, while in other sections white gold and platinum 
are favored. Some jewelers find yellow gold easy to sell. 
Others who find less business in yellow gold push it, al- 
ternating with their white gold or platinum displays.” 


* * * 
WASHINGTON, D. C. 


“The consensus of opinion among the retail jewelers of 
this city is that there is a tendency toward using yellow 
gold, but it is not very strong as yet. White gold is on 
the wane, green gold in use for decorative purposes and 
yellow gold becoming accepted. It is in real demand for 
watches for both men and women and for men’s watch 
chains. The jewelers interviewed expressed the opinion 
that their customers are receptive to the use of yellow 
gold and they stated that they would be willing to push 


its sale.” 
* * * 


ROCHESTER, N. Y. 


“Yellow gold is more in demand over the retail counter 
this year than last, with Rochester jewelers of the 
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opinion customers generally are not sufficiently receptive 
to warrant their promoting its sale. More than half 
the retailers are willing to push yellow gold if a revival 
becomes evident. Some express the opinion there should 
be a good market for it, since too much chromium and 
nickel are already being used. Older customers still de- 
mand yellow gold.” 
* * 


PITTSBURGH, PA. 


“Jewelers report a slight revival in Pittsburgh and 
Western Pennsylvania districts in yellow gold for jewelry. 
The demand is marked in men’s higher priced strap 
watches more so than in other lines, although a distinct 
tendency is observed toward yellow gold in other jewelry 
articles. Some jewelers take advantage of the switch to 
yellow gold in their selling argument, informing the cus- 
tomers that all cheap grades of watches are made in 
white gold. However, it is contended that any pro- 
nounced movement toward yellow gold will require edu- 
cation. Some contend that at the moment the public is 
style conscious and a revival of yellow gold might prove 
an opportunity to bring about a greater interest in 


jewelry generally. 
* * * 


PHILADELPHIA, PA. 


“Yellow gold is returning to popularity is the opinion 
expressed by many retail jewelers. The tendency for 
this metal in watches and sports jewelry seems to be 


pronounced.” 
* * * 


FALL RIVER, MASS. 


“Local jewelers are unanimously agreed that chro- 
mium has no place in a jewelry store. In the case of 
solid gold articles, finished in chromium, where is the 
advantage, since a similar looking article made of base 
metal and costing far less is guaranteed by the maker to 
wear indefinitely? Should yellow gold come back into 
favor, this would be the one reason why local jewelers 
would back it. For by doing so, chromium would be 


eliminated.” 
* * * 


BALTIMORE 


“A decided trend toward yellow gold sales is observed 
among wholesalers and retailers, with many leading 
shops displaying merchandise of this metal. High class 
shops are featuring major displays of yellow gold watch 
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Survey of industry shows slight swing in popularity toward 
yellow metal in many sections of country. Most dealers 
feel if public demand brings yellow gold back in fashion 
many trade evils may be eliminated. White gold and Plati- 
num will not be replaced as correct settings for diamonds 
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straps for men and bracelets for women. A prominent 
jeweler has said, ‘We have noticed a steady demand for 
yellow gold jewelry for the past six months, with strong 
indications that yellow gold has returned to its former 
popularity. It is safe to predict that the younger gen- 
eration, which has been buying white gold for ten years 
or more, is now swinging to yellow gold.’ Yellow gold 
is especially popular in men’s jewelry.” 


* * %* 
RICHMOND, VA. 


“Little trend is noted here toward the return of yellow 
gold. A slight demand is observed, principally among 
more matured men and women.” 


* * * 
ATLANTA, GA. 


“Little if any demand exists in Atlanta for yellow 
gold among the local retail jewelers. Under the circum- 
stances jewelers are not much interested in promoting 
the return of yellow gold.” 

* * * 


LOUISVILLE, Ky. 


“No change in the color tendency of gold jewelry is to 
be seen here. Yellow gold continues very quiet and no 
improvement noted in the demand for this metal.” 

* * * 


BIRMINGHAM, ALA. 


“Retail jewelers have a fairly good trade for yellow 
gold among men, while women express a preference for 
white gold or platinum. Stores catering to the negro 
trade have a good sale in yellow gold, the reason being, 
of course, obvious.” 

* * * 


CLEVELAND, OHIO 


“Little or no demand discovered for yellow gold, with a 
strong preference being shown for white gold and plati- 
num. With white gold as the accepted style of the 
minute, jewelers feel too much resistance exists to at- 
tempt to switch customer preference to yellow gold.” 

(Continued on page 67) 
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Waterford & Son— 
Jewelers and Watchmakers 


By HAROLD WHITEHEAD 


EPISODE XIII 


RIC returned from the Chamber of Commerce 

luncheon full of enthusiasm. The address on sales- 

manship had filled his mind with new thoughts and 
new plans for its use. He felt that he had really found 
out something about that wonderful aid to business; 
about what good salesmanship could and should do to 
help the sales of jewelry. He had some hot ideas to pass 
on to Karl, and even Judith would be helped by some of 
the things he had heard. The speaker from New York 
had certainly made a hit with the impressionable Eric. 

Hardly had he got inside the store than he began on 
the old watchmaker. “Karl, do you know the difference 
between selling and taking orders?” 

Karl dropped the loupe from his eye and gazed disap- 
provingly at the excited young man. “No, and I don’t 
want to; I’m busy.” 

“No, but listen, Karl. This is good. Selling is creat- 
ing business while order taking is merely being an auto- 
matic machine. Got it?” 

“If that’s the stuff you hear at your lunches, I’m glad 
I don’t belong. Such nonsense. Don’t mean anything.” 

“That’s were you’re wrong. Lemme tell you. If a 
guy comes in the store and says ‘I want a $5 watch,’ 
and you pull one out and he buys it, you’re no 
salesman; you’re an order taker. But if you sell him a 
$20 watch, then you sold him something better than he 
expected to buy. Or if after he bought the watch you 
sold hima. . . a gold cigar cutter, that would be sales- 
manship.” 

“T’d call it cheating.” Karl looked up angrily. “I 
don’t hold with forcing people to buy what they can’t 
afford. And how do I know that the man smoked, so 
what good would the cigar cutter be to him?” 

Eric opened his mouth in astonishment at Karl’s tirade. 
Then he closed it slowly. He never could understand the 
workings of Karl’s mind. He had another try, however, 
and said: “But, Karl, I’m talking hypothetically. I’m 
not talking about any particular customer. I’m only 
giving an example of how to increase the order.” 

“What’s the sense of talking about selling a cigar 
cutter to a customer what isn’t?® You tell that girl about 
it; I’m too busy to listen to such trickery.” 

Eric was about to retort hotly, when he caught sight 
of Judith. That young woman was openly giggling. 
Smiling sheepishly Eric gulped and said: “That’s a good 
thought, at that.” 

He looked at Judith and then opened his eyes wide as 
an idea occurred to him. Stepping across the store he 


leaned on the counter and with a sly wink said: “Did 
you get that hot idea of Karl’s? I think I should act 
on it. How’s this sound to you, big eyes? You know 
Mom and Pop are away and I’m kinda batching it at 
home. I get dinner in town most nights. What about 
having dinner with me tonight and then I can tell you 
what this guy said at the luncheon?” 

“Sounds like sweet music to me, but I don’t know what 
my dear old white haired mother would say. Let me 
telephone her and if she says it’s safe to be seen with 
you I’ll take a chance.” 

When she returned from the telephone she said: “My 
mother says yes, if I’m not late. I told her you was the 
boss’s son, but that you were okeh in spite of that.” 

It was agreed that they should meet at the Gourmet 
Restaurant at 7 o’clock. Eric felt a thrill of delight at 
the thought of having this smart and altogether delight- 
ful girl as his companion. 

His thoughts were interrupted by the entrance of a 
salesman. He came into the store with a rush, swinging 








The Story to Date 


Last week we left Eric still considering the wisdom of the 
step he had taken in leasing the business property in which 
Waterford & Son had been located for so many years. Once 
the die had been cast he wondered how things would work out 
when the jewelry business was moved to the new location. 
The responsibility weighs heavily upon him, but he is con- 
vinced that he has made no mistake. Paul Waterford, his 
father, has been engaged in business at Brent, Ohio, for years 
and is a conservative gentleman of the old school with a love 
for his craft and its many alluring products. The elder Mr. 
Waterford inherited the business from his father. Eric 
joined the house of Waterford & Son after some experience 
as a traveling salesman for a jewelry novelty house. His ideas 
on how the store should be conducted have not always been 
in accord with his father’s methods, but they had been getting 
along together fairly well until his father’s health broke down 
and it became necessary for him to take a vacation. Karl, the 
old watchmaker, has been with the elder Mr. Waterford for 
years. Elmer Cotton, the clerk, was also a fixture in the 
business until Eric caught him “beating the cash register” 
and discharged him. Judith Somer was hired to take his 
place in the store. Eric had met her at the Brent Department 
Store where she had been employed as a clerk. Eric’s head is 
full of figures as to the success or failure of the business in 
the new location to which the jewelry store is to be moved. 
He lea that Elmer Cotton, the clerk, has been employed 
by a competitor. Now continue the story. 
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a small handbag, which he finally brought to rest on the 
top of the case in front of Eric. The man was large; 
beefy might describe him better. He had a small sandy 
moustache which stood out like a brush. There was no 
question that he was a “go-getter”’ and that what he 
might lack in polish he made up in vigor. Smiling ex- 
pansively he looked round the store, taking in the whole 
place. Then he spoke to Judith. 

“Hello, sister, how’s little bright eyes? Who’s the big 
boss round this joint?” 

Eric spoke before the girl had an opportunity. “He’s 
away. Won’t be back for a month.” 

“Havin’ a little vacation, hey? Who’s steering the 
ship of state while he’s renewing his youth? You or the 
old gentleman over there?” 

Karl looked up and in surly tones said: “That’s young 
Mr. Waterford.” 

A customer had entered the store, so Judith left to 
attend to her. The salesman grinned at Eric and said: 
“Some baby doll you got there, brother. But now let’s 
get to business. You are going to be glad I called. My 
name’s Charlie Hackett; I’m the sole agent for Ohio for 
the Spitfire Lighter Co. of St. Louis. We make abso- 
lutely the snappiest line of lighters in the market. Just 
give your eyes a treat by resting them on this.” 

He opened his bag and, with a flourish, spread a roll 
of dark green velvet on which were arranged a number 
of attractive looking lighters. 

“Some jazzy babies, hey? And now get this Brother 
Waterford: I’m here to give you the first crack at the 
exclusive agency for Brent. Our policy is to have one 
agent in a town and we want the best store; the best is 















That evening, af- 
ter Eric had or- 
dered dinner for 
Judith and him- 
self at the Gour- 
met Restaurant, 
the girl said, 
“You didn’t mind 
my butting in 
about those 
lighters, did 
you?” 
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good enough for us! And now lemme show you some- 
thing else.” He again dived into his little bag and this 
time brought out a cardboard portfolio. This he opened 
and disclosed a number of proof advertisements. 

“We don’t just sell you our wonderful line, but we make 
it a cinch for you to sell it. Here’s our advertising plans 
for this year of 1930. Think of it. Sixteen national 
magazines, all pulling customers into your store for 
Spitfire Lighters. And I ain’t through yet.” Once more 
he fished in his bag and this time brought out a packet of 
photographs of window displays and some very attrac- 
tive display cards. 

“We. give you these pictures of real business-pulling 
displays and a supply of show cards that’ll just make 
"em come in and buy. All you gotta do is to show our 
lighters and we'll sell ’em. We don’t just sell lighters; 
we sell cooperation with a capital C. Now just give the 
lighters a real look—see. Get an eyeful of the marvelous 
colors. Ever see such beautiful enamel? And they never 
miss fire; they spit fire every time you press the knob.” 

The man took a lighter from his pocket and passing it 
to Eric said: “Here, try it for yourself; I carry this one 
loaded.” 

Automatically Eric took the lighter. Sure enough, it 
worked perfectly. The salesman noticed Karl had 
dropped his loupe and was watching the operation. 
With a good natured chuckle the man called out. 

“Come over here, grandpa, and give it a whirl for 
yourself.” But Karl only scowled and turned his back 
on the man. The salesman gave an exaggerated wink and 
whispered, “Old sour-face sure does hate himself.” 

(Continued on page 66) 
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Waterford & Son— 
Jewelers and Watchmakers 


By HAROLD WHITEHEAD 


EPISODE XIII 


RIC returned from the Chamber of Commerce 

luncheon full of enthusiasm. The address on sales- 

manship had filled his mind with new thoughts and 
new plans for its use. He felt that he had really found 
out something about that wonderful aid to business; 
about what good salesmanship could and should do to 
help the sales of jewelry. He had some hot ideas to pass 
on to Karl, and even Judith would be helped by some of 
the things he had heard. The speaker from New York 
had certainly made a hit with the impressionable Eric. 

Hardly had he got inside the store than he began on 
the old watchmaker. “Karl, do you know the difference 
between selling and taking orders?” 

Karl dropped the loupe from his eye and gazed disap- 
provingly at the excited young man. “No, and I don’t 
want to; I’m busy.” 

“No, but listen, Karl. This is good. Selling is creat- 
ing business while order taking is merely being an auto- 
matic machine. Got it?” 

“If that’s the stuff you hear at your lunches, I’m glad 
I don’t belong. Such nonsense. Don’t mean anything.” 

“That’s were you’re wrong. Lemme tell you. If a 
guy comes in the store and says ‘I want a $5 watch,’ 
and you pull one out and he buys it, you’re no 
salesman; you’re an order taker. But if you sell him a 
$20 watch, then you sold him something better than he 
expected to buy. Or if after he bought the watch you 
sold hima. . . a gold cigar cutter, that would be sales- 
manship.” 

“T’d call it cheating.” Karl looked up angrily. “I 
don’t hold with forcing people to buy what they can’t 
afford. And how do I know that the man smoked, so 
what good would the cigar cutter be to him?” 

Eric opened his mouth in astonishment at Karl’s tirade. 
Then he closed it slowly. He never could understand the 
workings of Karl’s mind. He had another try, however, 
and said: “But, Karl, I’m talking hypothetically. I’m 
not talking about any particular customer. I’m only 
giving an example of how to increase the order.” 

“What’s the sense of talking about selling a cigar 
cutter to a customer what isn’t? You tell that girl about 
it; I’m too busy to listen to such trickery.” 

Eric was about to retort hotly, when he caught sight 
of Judith. That young woman was openly giggling. 
Smiling sheepishly Eric gulped and said: “That’s a good 
thought, at that.” 

He looked at Judith and then opened his eyes wide as 
an idea occurred to him. Stepping across the store he 





leaned on the counter and with a sly wink said: “Did 
you get that hot idea of Karl’s? I think I should act 
on it. How’s this sound to you, big eyes? You know 
Mom and Pop are away and I’m kinda batching it at 
home. I get dinner in town most nights. What about 
having dinner with me tonight and then I can tell you 
what this guy said at the luncheon?” 

“Sounds like sweet music to me, but I don’t know what 
my dear old white haired mother would say. Let me 
telephone her and if she says it’s safe to be seen with 
you I’ll take a chance.” 

When she returned from the telephone she said: “My 
mother says yes, if I’m not late. I told her you was the 
boss’s son, but that you were okeh in spite of that.” 

It was agreed that they should meet at the Gourmet 
Restaurant at 7 o’clock. Eric felt a thrill of delight at 
the thought of having this smart and altogether delight- 
ful girl as his companion. 

His thoughts were interrupted by the entrance of a 
salesman. He came into the store with a rush, swinging 








The Story to Date 


Last week we left Eric still considering the wisdom of the 
step he had taken in leasing the business property in which 
Waterford & Son had been located for so many years. Once 
the die had been cast he wondered how things would work out 
when the jewelry business was moved to the new location. 
The responsibility weighs heavily upon him, but he is con- 
vinced that he has made no mistake. Paul Waterford, his 
father, has been engaged in business at Brent, Ohio, for years 
and is a conservative gentleman of the old school with a love 
for his craft and its many alluring products. The elder Mr. 
Waterford inherited the business from his father. Eric 
joined the house of Waterford & Son after some experience 
as a traveling salesman for a jewelry novelty house. His ideas 
on how the store should be conducted have not always been 
in accord with his father’s methods, but they had been getting 
along together fairly well until his father’s health broke down 
and it became necessary for him to take a vacation. Karl, the 
old watchmaker, has been with the elder Mr. Waterford for 
years. Elmer Cotton, the clerk, was also a fixture in the 
business until Eric caught him “beating the cash register” 
and discharged him. Judith Somer was hired to take his 
place in the store. Eric had met her at the Brent Department 
Store where she had been employed as a clerk. Eric’s head is 
full of figures as to the success or failure of the business in 
the new location to which the jewelry store is to be moved. 
He lea that Elmer Cotton, the clerk, has been employed 
by a competitor. Now continue the story. 
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a small handbag, which he finally brought to rest on the 
top of the case in front of Eric. The man was large; 
beefy might describe him better. He had a small sandy 
moustache which stood out like a brush. There was no 
question that he was a “go-getter” and that what he 
might lack in polish he made up in vigor. Smiling ex- 
pansively he looked round the store, taking in the whole 
place. Then he spoke to Judith. 

“Hello, sister, how’s little bright eyes? Who’s the big 
boss round this joint?” 

Eric spoke before the girl had an opportunity. ‘“He’s 
away. Won’t be back for a month.” 

“Havin’ a little vacation, hey? Who’s steering the 
ship of state while he’s renewing his youth? You or the 
old gentleman over there?” 

Karl looked up and in surly tones said: “That’s young 
Mr. Waterford.” 

A customer had entered the store, so Judith left to 
attend to her. The salesman grinned at Eric and said: 
“Some baby doll you got there, brother. But now let’s 
get to business. You are going to be glad I called. My 
name’s Charlie Hackett; I’m the sole agent for Ohio for 
the Spitfire Lighter Co. of St. Louis. We make abso- 
lutely the snappiest line of lighters in the market. Just 
give your eyes a treat by resting them on this.” 

He opened his bag and, with a flourish, spread a roll 
of dark green velvet on which were arranged a number 
of attractive looking lighters. 

“Some jazzy babies, hey? And now get this Brother 
Waterford: I’m here to give you the first crack at the 
exclusive agency for Brent. Our policy is to have one 
agent in a town and we want the best store; the best is 
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good enough for us! And now lemme show you some- 
thing else.” He again dived into his little bag and this 
time brought out a cardboard portfolio. This he opened 
and disclosed a number of proof advertisements. 

“We don’t just sell you our wonderful line, but we make 
it a cinch for you to sell it. Here’s our advertising plans 
for this year of 1930. Think of it. Sixteen national 
magazines, all pulling customers into your store for 
Spitfire Lighters. And I ain’t through yet.” Once more 
he fished in his bag and this time brought out a packet of 
photographs of window displays and some very attrac- 
tive display cards. 

“We. give you these pictures of real business-pulling 
displays and a supply of show cards that’ll just make 
"em come in and buy. All you gotta do is to show our 
lighters and we'll sell ’em. We don’t just sell lighters; 
we sell cooperation with a capital C. Now just give the 
lighters a real look—see. Get an eyeful of the marvelous 
colors. Ever see such beautiful enamel? And they never 
miss fire; they spit fire every time you press the knob.” 

The man took a lighter from his pocket and passing it 
to Eric said: “Here, try it for yourself; I carry this one 
loaded.” 

Automatically Eric took the lighter. Sure enough, it 
worked perfectly. The salesman noticed Karl had 
dropped his loupe and was watching the operation. 
With a good natured chuckle the man called out. 

“Come over here, grandpa, and give it a whirl for 
yourself.” But Karl only scowled and turned his back 
on the man. The salesman gave an exaggerated wink and 
whispered, “Old sour-face sure does hate himself.” 

(Continued on page 66) 
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The practical applica- 
tion of a well developed 
merchandising practice 
accomplishes unusual 
results in disposing of 
slow moving articles. 


QUESTION of vital interest to all merchants 
and one that comes up in the career of nearly 
every retail jeweler of the country has been 

raised by President Frasier of the American Na- 
tional Retail Jewelers’ Association, in a letter in 
which he says: 

“I am frequently confronted with 
the question from some jeweler ask- 
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percentage of other pieces that were not rapidly market- 
able. In telling how they handled the situation, the 
jeweler says: 

“After much consideration, we decided to put on a 
small premium for such articles as were slow selling, or 
that we felt were essential to have turned into money, 

and the merchandise thereby reduced. 
“We find that a 5 per cent premium 





ing me how he can advantageously re- 
duce stock or get rid of obsolete mer- 
chandise? . .. The special sales ex- 
pert seems to be growing in promi- 
nence and with it I realize there may 
come considerable danger, first, from 
the fact that the jeweler must know 
the expert he hires and, second, 
unless this man is in accord with the 
jeweler’s policy, there may be an im- 
pairment of the reputation of the man 
who desires to reduce stock or close 
out dead stock. In case of the com- 
plete close-out, there is also danger in 
the way of impairment of the industry, 
either local or as a whole. Now, you 
know there is a great deal of obsolete 
merchandise at present in the stocks of 
almost every jeweler. There are articles 
as link buttons, scarf pins and con- 
vertible watches and what is commonly 


dise?”’ 





THE QUESTION ? 


President Frasier of the 
A.N.R.J.A. says: 

“I am frequently con- 
fronted with the ques- 
tion from some jeweler 
asking me how he can 
advantageously get rid 
of obsolete merchan- 


to the salesmen will bring better re- 
sults than a 25 per cent reduction in 
the price of merchandise. In case it 
seems advisable to reduce the price of 
an article, we do so without any com- 
ment whatever, and find that goods 
can be sold at a reduced price when 
they compare favorably with similar 
articles in stock; and that the sales- 
man will be likely to keep the subject 
in his mind when there is a small com- 
pensation for ‘him through selling the 
less desirable pieces on which we have 
placed a premium. 

“I might say that the premiums in 
our case range from 25 cents to a 
maximum of $10. Very large pre- 
miums on merchandise usually have 
a bad effect, in that they sometimes 
create such a desire on the part of the 
salesman to earn the larger premium 








known as “card jewelry” and even rings 
of the type of four or five years ago.” 

President Frasier then goes on to explain that the so- 
lution of getting rid of this without impairment of dig- 
nity either to the jeweler’s name or his business is a very 
serious one and, consequently, is anxious to determine 
how it can be done to the best advantage, by the jeweler 
himself or by the professional sales organization in con- 
ducting a short, quick campaign. 


One Answer to the Question 


On this subject, one of the leading and most progres- 
sive retail jewelers of the country, who himself at one 
time was a prominent official in the organization world, 
wrote to us sometime ago, telling how he had solved the 
problem. This man’s firm had purchased other jewelry 
houses, formerly competitors, which they successfully ab- 
sorbed but the last purchase brought many things that 
were duplicates of their own stock as well as a goodly 


that he will go to extremes and per- 
suade the customer to buy something 
that proves unsatisfactory. A small premium seems to 
accomplish results without any disturbance to the cus- 
tomer. 

“We accept for exchange any piece sold in this man- 
ner without any question whatever, and resell it if neces- 
sary. Our method of paying the premium is to use 4 
basis of 25 cents for each point. We mark the tag with 
a small circle and put in a figure one, for instance, if the 
premium is only 25 cents. A figure three would indicate 
75 cents, figure four $1, six, $1.50, etc. This is a very 
simple way of keeping the premium before the clerk, and 
does not convey any information to the customer. 

“We also use a tag similar to the regular sales tag, but 
with a red string. This red string is easily recognized 
by the salesmen, and calls their attention to the fact that 
this article is one on which there is a premium, and they 
display the proper interest in selling it. 
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“We have disposed of approximately 2000 pieces of old 
merchandise in 12 months in this manner. Nothing is 
said, of course, about the stock not being quite new, or 
reduced in price, and no comment made to indicate that 
it is different in any way whatsoever from the regular 
stock of merchandise. 

“I think this stock reducing plan 
could be used for the benefit of retail 
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KTIMULATE SUMMER BUSINESS WITH THIS SALES PROGRAM 
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that has solved the problem in his particular store. An 
accurate check is kept on each item or lot that is entered 
in the stock. If, after six months, the item has not 
moved it is immediately tagged and a 20 per cent dis- 
count placed on the unit. 
In addition, legitimate sales are conducted with bona 
fide discounts placed on the stock dur- 
ing the period. These events, prop- 





jewelers generally. So far as I know, 
it is a method very little resorted to, 
but has great potentialities in keep- 
ing the stock down, as well as giving 
a proper turn-over.” 

So here we have the answer to a 
complex problem as seen from the 
viewpoint of an ultra-smart jewelry 
store that cannot afford to employ 
ballyhoo methods in disposing of mer- 
chandise that has been in stock for 
too long a period. 

It is obvious that once an institu- 
tion has decided to rid its stock of 
certain items the process of sales pro- 
motion enters as to the best methods 
to accomplish the result. It has to be 
met in every store with plans many 
and varied. In stores catering to an 
exclusive clientele the situation is 
more delicate than in stores that de- 


used for 


erally.” 


ONE ANSWER! 


“We have disposed of 
approximately 2000 
pieces of old merchan- 
dise in 12 months in this 
manner. This stock re- 
ducing plan could be 
the benefit 
of retail jewelers gen- 


erly promoted with publicity, have 
won the confidence of the public and 
have proved stimulating in depleting 
stocks. For the popular priced store 
there always remains the bombastic 
type of advertising which is generally 
effective in producing results. 

Human nature has not changed 
much, nor has its buying impulses. 
Something unusually priced, merchan- 
dise of extremely high value offered 
to attract those constantly on the 
alert for bargains, still has its appeal 
in creating sales. But once this type 
of merchandising is launched there 
must be periodical stimulants in- 
jected into the selling program. 

One of the oldest jewelry firms in 
Milwaukee conducted its first sale in 
63 years with a half-page announce- 
ment that fairly screeched at the pub- 











pend upon a transient patronage. 

The dignity of the institution must 
be preserved while stocks are being renovated. Pub- 
licity naturally offers the first approach in informing 
your customers or prospects that merchandise attrac- 
tively priced is being offered. The message to the trade 
must be carefully handled. Being the quality jewelry 
store of the community, typical knock-down and drag- 
out methods of sale cannot be used. 

This would disturb the regular trade and attract a 
customer type that offers little as a prospective client of 
the store. The better grade firms resort to weil pre- 
pared printed and in many instances hand engraved an- 
nouncements to its customer list as to why the mer- 
chandise is offered at reduced prices. 

This idea is used by one of Chicago’s leading and old- 
est jewelry firms who have been successful in clearing 
their stocks of slow moving items. 

A well known Cincinnati jeweler has adopted a method 


lic. Not an illustration nor attempt 

at typographical artistry was made, 
but heavy, bold letters, screaming superlatives with 
boasting claims as to values offered were employed. 
This firm is retiring from business and its policy would 
hardly serve as an example to other stores. 

No doubt the shortest cut to a salesman’s energy 
is through his pocketbook, and this has long ago 
been recognized in the giant retailing institutions of 
America. 

Certain bonuses placed on merchandise for additional 
effort is a motivating force in cleaning up undesirable 
stocks. The demands of the unattained luxuries of life 
play a tremendous influence in energizing a salesman 
into throwing his entire being into a sale. The incentive 
of extra dollars makes men mighty and the question of 
shall we give the discount to the customer or the sales- 
man is one that has always found the vote heavily in 
favor of the salesman, and properly so. 











$15,000 Stock—$30,000 Business 
—Customer Study Does Trick 


OS ANGELES.—Beautiful gems and 
jewelry placed in the display win- 
dows of W. H. Freeman, 650 S. Grand 
Ave., attract the gaze of the large num- 
ber of pedestrians who pass by this 
small jewelry shop, situated in the heart 
of the business district of Los Angeles. 
Mr. Freeman has been in business 
here for 30 years and has given his 
whole attention to trying to solve the 
problem of doing a large business on a 
comparatively small capital. With about 
$15,000 invested in stock, he manages to 
do twice that amount of business each 
year; this he does by studying the 
whims and inclinations of those who 
enter his store. Some merely come in 
to inquire about prices and gems, while 
others, attracted by some certain article 
in his window, purchase the particular 
article. 

“For years I have studied the trend 
of my customers and those who come 
into the store to look at my wares. In 
the old days I used to put in popular 
priced articles, thinking that the low 
prices might attract possible customers; 
but later on I found that people looking 
into windows who see something they 
want will purchase much more quickly 
if the price of the article is shown and 
if it’s the article they want. So now I 
put in my finest goods. 

“For instance, look at the diamond 
ring I am showing today in the window. 
Near it you will see the sign ‘Reduc- 
tions in prices that are not faked.’ The 
price is $1,000, but it really should bring 
$1,500. 

“Yes, the higher the price, if the goods 
are right, the easier to sell. In this 
section of the city people pass here who 
are able to pay almost any price if they 
see what they want. Also the number 
of years I have been in business here 
is somewhat of a guaranty that what I 
say is to be relied upon. 

“In conclusion let me say,” said Mr. 
Freeman, “put your best article in the 


Tdeas on selling, window display, stock records, mer- 
chandising, advertising, store system, etc., all of which 
have been tried and tested by successful jewelers. 
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By Harry R. Terhune, Field Editor, THE JEWELERS’ CIRCULAR 


window and put your price with it and 

you will seil it much quicker than if 

you put a low priced article there and 

then expect to sell a higher priced one.” 
* * * 


Jeweler Solves Gift Department 
Problem 


‘YyROVIDENCE, R. I—The J. A. 

Foster Co. has a rather unique ar- 
rangement for its clock and gift depart- 
ments located in separate rooms on the 
second floor over the main jewelry 
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Highly colored letterhead used by Fos- 
ter’s Gift Shoppe commands immediate 
attention 


salesroom. The gift room is operated 
by Mrs. J. LeRoy Foster. Through her 
wide acquaintanceship with club women 
the majority of the Providence bridge 
prizes come from Foster’s Gift Shoppe. 

Next to personal contact, one of the 
best means of bringing the gift shop to 
the attention of possible buyers is 
through a letter sent out to all hostesses 
who are planning parties. This letter 
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head is very colorful, each note being 
hand lettered, with a personal message, 
Sometimes it is suggested that if the 
hostess is so inclined, a representative of 
the shop will call with an assortment 
of suitable gifts. Pertinent suggestions 
as to novel gift ideas help to make 
many extra sales. 

Having the gift department on the 
second floor completely away from the 
main jewelry section has many advan- 
tages, Mrs. Foster finds. Numerous odd, 
new and novel pieces of jewelry that 
would never sell on the main floor, find 
ready purchasers upstairs. Customers 
always expect the novelties in the gift 
shop, while they are satisfied with the 
more substantial and _ conventional 
jewelry pieces on the main floor. 

One revealed secret is the always 
freshness of the stock. “Never buy over 
two of a kind and watch reorders very 
carefully,” counsels Mrs. Foster. To 
this she adds that it is wise to have the 
stock in such liquid shape that one is 
always open to buy the many new 
things as they are presented. Every- 
thing must be bright and shiny with 
the selling environment pleasant, it is 
found. 

Specials which are priced just under 
the dollar are used to attract new cus 
tomers. Then, complete assortments and 
good salesmanship help the purchaser to 
decide upon the better items. The big 
thing in selling is never to force the 
trade but try to assist through practical 


suggestions. 
* * * 


Clocks Pay Profit 


OS ANGELES, CAL.—“I began tink- 
ering with clocks when I was a little 
chap,” remarked H. K. Meer, proprietor 
of the Yankee Clock Shop, 407 South 
Western Ave. “I did not benefit the 
timepieces, with which I played as 4 
child, but I learned a whole lot and 
gained the inspiration which later on led 
me into the making of clocks.” 
In his shop, which is located in 4 
building of old Yankee style of architec- 
ture, are stored clocks of every descrip- 
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tion, from a small mantel or desk clock 

to the large grandfather type. Scattered 

about in picturesque confusion there are 

cuckoo, chime, veteran, antique and 

other clocks. He specializes in clocks 

and has built a fine business in this field. 
* * * 


Attractive Folder Features 
Jewelry Storage Plan 


OSTON, MASS.—Stimulating fur- 
ther interest in their jewelry stor- 
age plan Jordan Marsh Co. have 
prepared an attractive illustrated folder 
which pictures the service rendered by 
this department of the store. 
The folder was inclosed as an en- 


One of Jordan's experts 
tightening prongs, essur- 
ing security of stones 





Store Your Jewelry 
As Safely As Your Furs 


Failure to have fine jewelry examined period- 
ically is costly negligence. Prongs become 
worn, and then the slightest knock loosens a 
stone out of their weakened grasp, causing a 
serious loss to your ring, broach, bracelet or 
oy Jordan's new Jewelry Protection 

ice séleguards against any such calamity. 


DIAMOND SALON 
STREET FLOOR noex | 


Another Master Craks- 
man examining ring prior 
to cleaning and polishing 


Cost Is Only 1% 
Of Fair Valuation 


The fee of 1% for this complete new service is 
only a tiny fraction of what the loss of one 
stone might cost you. Whenever you wish you 
can get your jewelry almost instantly. A com 

plete Jewelry Protection Service worth having 
— investigate. Minimum charge $3. 


Jornan Marsh Company 
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Henry Jewelry Co., Zanesville. It is 
the endeavor of R. C. Barron, in charge 
of displays, to have something new in 
merchandise or daring color scheme. 

He dramatizes his windows so the 
passer-by will instinctively know some- 
thing interesting will be on display. In 
cities the size of Zanesville, it is esti- 
mated 75 per cent of the people on the 
street pass by each day, except the Sat- 
urdays. 

Unit displays are the general rule 
for one window, the other being used 
for a general showing of smaller pieces. 
The great danger to the unit system is 
that some one good item is apt to be 
overlooked, so a list is made up which 
shows all the different items in the 





Cleaning and polishing 
Jewelry before placing 
invault for safe keeping 


Complete Protection 
and Service Assured 


This service includes: expert examination, tight- 
ening of prongs, cleaning and polishing, storing 
in steel vault, and insurance. From the moment 
your jewelry is left in our care, we are responsi- 
ble for the whole amount stated on the receipt. 


[ A SMALL CHARGE 
FOR A GREAT SERVICE 


Forcefully illustrated, this folder graphically tells the story of the Jewelry Storage 
Plan of Jordan Marsh Co. 


velope stuffer and distributed in this 
manner to its great customer list. 


* * * 


Merchandise Sold from Safe 
Breaks Down Sales Resist- 
ance, Says Jeweler 


ANESVILLE, OHIO—“It is a funny 

thing,” said Charles H. Watts, 
jeweler, of this city, “that we can show 
customers a couple of trays of goods and 
not make much of an impression on 
them, but if we take the same type of 
merchandise from the safe, they will buy 
it at once. If they would prefer to have 
it taken from the safe, we are only too 
glad to humor them. Perhaps they think 
they are seeing something that the gen- 
eral run of trade does not see, but in 
no way do we try to deceive them into 
thinking the items taken from the safe 
are any different from those in the case.” 

* * * 


Systematic Window Displays 
Stimulate Sales 

ANESVILLE, OHIO — Attractive 

window displays are considered suffi- 


ciently important to warrant the trouble 
and expense they represent, in the Mc- 


store. At proper intervals—and in 
regular rotation as a rule—all lines re- 
ceive proper window attention. This 
chart is worked out over a period, so 
that the right type of merchandise will 
be in the windows at the right time. 

A theory that works in the selling as 
well as in the display is that the public 
takes the quality for granted when deal- 
ing with a reputable jeweler. The one 
thing that is most apt to turn the sale 
is beauty. Therefore windows are fash- 
ioned from a beauty standpoint, not only 
to look at, but to bring out the beauty 
of the merchandise on display. 

* * 


He Speaks Their Language— 
They Buy His Jewelry 


[= ANGELES, CAL.—Sol Propp has 
recently taken the store at 122 S. 
Broadway and intends to pursue there 
the policy to which he owed his success, 
that of maintaining the reputation he 
has acquired for telling the truth about 
all articles he has for sale. 

Among the higher Spanish residents, 
of whom there are a large number in 
this section of California, Mr. Propp 
enjoys a large patronage. He speaks 
Spanish fluently as do his clerks. In 
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addition to jewelry he has added a com- 
plete line of accessories, art and gift 
goods and luggage. 

Frequent display changes in windows, 
of which he has two large ones, is Mr. 
Propp’s hobby in which he features 
watches which he sells at popular 
prices, and electric clocks. 

Mr. Propp has won the confidence of 
his many patrons because he announces 
that at any time he will take back any 
article, refunding the price paid if there 
has been any misrepresentation either 
by himself, a clerk or the distributor of 
the goods. “It’s the only square way,” 
he said. “I try to follow the rule which 
requires me to do to others as I wish 
them to do to me. I don’t lose anything 
by such a rule of business.” 

* K * 


Advertising Contest Creates 
Interest in Store 


LION, N. Y.—Concentrating the in- 

terest of high school students on your 
store has partially been solved by Stone 
& Luke, Inc., who have created a con- 
test which is of interest to them. A 
prize is offered each week to the student 
who prepares the most effective adver- 
tisement. 

In addition to the prize the ad is run 
in the local newspaper, which adds to 
the interest of the contest in that the in- 
dividual student is permitted to sign his 
name at the bottom of the ad. Breaking 
into print in a commercial manner is 
an unusual magnet for the young folks 
and offers to the store an opportunity of 
getting the sales slant of the younger 
generation. 

* * * 


Specially Priced Jewelry on 
Table Aids Other 
Departments 


OSTON, MASS.—Arthur W. Fitt 

has an upstairs jewelry store in 
Boston in a building occupied by many 
small shops catering to women. There 
are 13 dress shops in the building, with 
six of them on his floor. 

A six foot table back of the display 
window, proves to be a magnet that 
attracts many women into his shop. 
This is always filled with $1 costume 
jewelry. Small lots of unusual pieces 
find a ready sale, as the women have 
come to learn that out-of-the-ordinary 
pieces may be picked up here at a low 
price. This makes a very good feeder 
for the regular goods carried. 

Stringing beads at a small net profit 
is also considered good advertising as it 
brings many people to his upstairs store 
that would not come. 

All of the 13 dress shops send him 
customers, as Fitt is the only jeweler 
in the building. He in turn speaks well 
of these shops. The name and address 
of every customer is taken, whether it is 
a bead stringing job or a dollar piece of 
costume jewelry. In this way a good 
mailing list is acquired of people who 
have actually been in his place of busi- 
ness. 
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What Paris Says About 


Latest Smart Jewelry 


By K. D'ORSAY* 


Newest Necklaces in Collar Shapes 


PARIS, June 26—Paris makes its newest necklaces in 
collar shapes and puts them on dark dresses to replace 
the usual lingerie accessories. Many of the smartest 
afternoon dresses seen in tea-dancing places on the 
Champs-Elysees bear the approved touch of color at the 
neckline in this new medium of jewels. 

V-shaped, U-shaped, square, round and offset neck- 
laces do the trick. They are made in the forms that are 
fashionable for afternoon necklines, and are placed on 
the frock where the neckline is marked. At first appear- 
ance the dress appears to have a band of trimming 
around the neckline and wrists, but in reality this trim- 
ming is the necklace matched to the frock. 

Martial et Armand makes a favorite of the V-shaped 
necklace, worn at the neckline, and shows it in a variety 
of stones. Sometimes it is all one color—rose quartz, 


Below—A novel neck- 
lace of turquoise and 
carved crystal 


Above—One of the new 

V_ shaped necklaces, 

worn as the outline of 
afternoon dress 


for example, and at other times it alternates the green 
and rose of jade and coral depending on the color of the 
frock. 

The necklace is adroitly made to fit its purpose. A 
series of links makes it flexible, like any collar of fabric, 
and little clips here and there enable the wearer to 
attach it to any frock. 


—. 


cla necial correspondent of the National Jewelers Publicity Asso- 


At right—A creation 

of Rubel Freres, re- 

produced from “La 
Perle” of Paris 


Paris Allies Turquoise with Carved Crystal 


The revival of 1830 fashions continues to hold the 
center of the Paris style stage, and is good for a long 
run, according to fashion experts here. Dressmakers, 
milliners, designers of accessories and jewelry are still 
using 1830 motifs in their creations and find success in 
adapting 1830 ideas to 1930 uses. Jewelry embodying 
these century old ideas is attractive and vary only from 
the 1830 fad in the modernistic character of the design. 

One of the newest examples of renewal of hundred- 
year-old fashions is the new Paris craze of elaborate 
necklaces. and bracelets of bright jewels, combined with 
crystal carved in complicated designs. The modern ver- 
sions of these pieces of jewelry are slightly simplified to 
fit into the 1930 scene, but are distinctly reminiscent of 
former styles. 

One of these new necklaces is an elongated choker that 
has cone-shaped beads of turquoise at the back, and 
crystal at the front. Six large crystal beads have been 
carved in hyacinth patterns. 

Another copy of this necklace uses amethyst at the 
back, and leaves a pale, almost colorless amethyst quartz 
for the flower beads at the front. This model is a fa- 
vorite accompaniment of the purplish blue dresses that 
are a present Paris fad. 


* ¥ ¥ 


Pink Jewels Worn with Red Evening Gowns 


Pink and red is a new fashion alliance in Paris evening 
clothes. The usual arrangement is as follows: pink 
gown, red necklace and ring, and red evening wrap, 
though the arrangement is sometimes reversed to show 
pink jewels with red gowns. 

Particular tones of both colors are the Paris fashion 
choice this season. The favorite pink is of two kinds: 
the fragile coloring found in rose quartz with its white 
mottling, and the deeper, more vivid pink of coral. Red 
dresses are seldom brilliant in hue. They are usually 
tempered with a tinge of blue or lean toward a faded 
brick coloring, with pale pink beads at the neckline. 

Rubies are, of course, at the top of the list of fash- 
ionable red jewels, but garnets, red coral and red-dyed 
quartz are frequently seen with pink dance frocks. 
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Student Work in Jewelry Designing 


-f ANY Newark, N. J., jewelers have been attend- 
Wie the design course at the Newark School of 
Fine and Applied Arts at 53 Academy St. 

Among the students were those who knew nothing of 


and five of this number are now employed in the trade. 

The director of the school Raymond P. Ensign, is 
desirous of having the finest jewelry design quarters pos- 
sible in the $1,000,000 school building to be completed 
for the September, 1931, season. 


drawing and in the past three years have executed their 


own designs into metal. A few of the designs of the recent exhibition at the 
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Designs executed by H. Mair, Norbert P. Damm and A. Derro, students of the Newark 
School of Fine and Applied Arts 


school accompany this article. It was one of the finest 
exhibitions thus far presented by the jewelry design 


class. 
William F. Hingel, class instructor, is much pleased 


at the interest taken in his department by the trade. 


Twenty-two members of the class of 44 now finishing 
are employed in the trade daily. These students have 
learned to observe styles of ornament in architecture 
and furniture and gain inspiration for the ground work 
of their designs. Ten of the students are post-graduates 


Opals Again in Vogue 

Of the several varieties of opals, the black opal, which 
is really dark blue flecked with green, and the fire opal, 
which is flecked with spots of red, are the most popular. 
One particularly lovely opal necklace seen at a fashionable 
roof garden the other night had a huge black opal in the 
center, surrounded by small diamonds, from which three 
strands of gold beads stretched around the throat. 

Another necklace seen in Fifth Avenue had a fire 
opal surrounded by sapphires, and set in green gold. 


HE old superstition about opals being unlucky, said 

to have originated with Sir Walter Scott’s ill-fated 

heroine, the Lady of the Opal, or “Anne of Geier- 
stein,” has at last apparently evaporated. Opals of all 
Kinds are favorites with the fashionable this summer, it 
having been discovered that they were absolutely made 
for wear with flowered chiffons, and that they lend a touch 
of distinction to the most insipid pinks and blues, says a 
Writer for the National Jewelers’ Publicity Association. 
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The Color of Gold In Jewelry 


Veteran Expert Tells How White Gold Came Into the Industry 
and Why He Would Welcome the Return of Yellow Gold 


GREENFIELD, MASS., June 16, 1930. 
Bditor of THE JEWELERS’ CIRCULAR: 


The fine editorial in THE JEWELERS’ CIRCULAR of May 
9, regarding the color of gold in jewelry, strikes a re- 
spnsive chord with my old-fashioned ideas. To get a 
fair understanding of this most interesting question, let 
ws go back to fundamentals. From the earliest times 
people of every race have made their choicest gifts, 
epecially articles of adornment, from the precious metals, 
mif possible from natural yellow gold, in some cases 
of such fineness as to be unsuitable for ordinary wear, 
and small amounts of silver or copper were used as alloys 
to give it the proper working and wearing quality. All 
ations adopted gold as the standard for coinage with 
copper and silver as complimentary metals, and as alloys 
for fineness and durability. The English and most of 
the European nations used silver as an alloy; the well- 
mown term “guinea gold” expressing that beautiful soft 
yellow color of a former English coinage which was of 
2 carats fineness. Our American coins are alloyed with 
fose-copper and their standard quality fixed at 20 carats. 

It was a perfectly natural sequence that the early 
jewelers should use the coins of their countries with 
their fixed standards of fineness for making their several 
wares. Early American jewelry was 18 carats fine, until 
it was found that our very active citizens complained of 
tings and other ornaments crocking the flesh or clothing, 
and the universal fineness of 14 carats was adopted, using 
topper as the alloy in most cases, and in some cases both 
metals were used. 

It has become the custom to lay everything to the 
World War and in the case of white gold being used in 
jewelry, this was the contributory fact. It was well 
mown by early jewelers that the diamonds then in use, 
tom their crudeness in cutting and polishing, were made 
wore passable by being set in silver, but from the ten- 
wncy of silver to oxidize under certain conditions, it 
Never became popular for general use. As diamonds be- 
tame better made, natural gold was found to be per- 
Hectly suited for all mountings, particularly in the case 
Ww finger rings. 

It is the writer’s opinion that fine American cut dia- 
\ monds of the present day need no white metal of any 
ind to hide their defects or to enhance their value. So 
eral had the use of natural gold become previous to 
te World War that platinum tops, or platinum lined 
‘Owns, were used only to hide color or other defects of 
oor stones. These points were well known and taken 
ivantage of by expert diamond setters. After the first 

“ar of the war, diamond stocks of American dealers be- 

“me somewhat depleted, shipments of diamonds from 
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abroad ceased and fine stones were at a premium. At 
this time the fad or policy was started of setting stones 
that were off color, or otherwise imperfect, in platinum 
mountings, straight platinum being used, which, from its 
great ductility, adapted itself to the fancy basket-work 
effects that appeared on the market at that time. 

The use of platinum in jewelry started slowly, the 
scarcity of the metal made its price almost prohibitive. 
The platinum rings originally made from straight plati- 
num were not satisfactory; after a few months’ wear 
they became dark and leady, causing many complaints 
among purchasers, but later a hard platinum made with 
10 per cent iridium appeared, which gave the metal 
a permanent place in the jewelry field. The exclusive 
price of platinum ring mountings made a hit among a 
certain wealthy class, and the fad for the white metal 
started. Then came the struggle among manufacturers 
to produce a white gold that would look as well or better 
than platinum, and after a time one was found that 
seemed: to fill the bill, and many imitations followed, and 
the crazy fad was fully under way. 

From ring mountings, the white gold fad was carried 
through the entire jewelry output, causing many anxious 
moments and no small amount of profanity among manu- 
facturers. Look about in department and other stores 
and observe the effects of a fad in the imitations of white 
gold which it brought into use in the jewelry business— 
cartloads of worthless trash, without a particle of gold, 
sold as jewelry. Do you dare to ask what the matter is 
with the jewelry business of today? This trash sells, 
and for every piece sold by these stores you lose the 
profit; in fact, you have deliberately helped to ruin the 
best business on earth. 

This white gold craze has caused more damage to the 
jewelry business than can be overcome in the next 50 
years at least. It was such an easy fad to start, but the 
business will be a long time in regaining the confidence 
of the public. We know that money has been made in 
this rashest of all ventures, but it has been made at the 
expense of the good name and standing of the legitimate 
jewelry business. 

Let us be thankful that the bell is tolling the knell of 
the white gold industry, and let us put our heads to- 
gether and devise some means to end this gigantic craze. 
It will take a little judicious propaganda, a quiet working 
off of present stocks and extreme caution in ordering new 
stocks. Manufacturers have learned many new wrinkles 
that may be turned to good advantage in producing 
jewelry made from natural gold. Concerted action will 
in time bring the jewelry business back to normal and 
better times. Yours truly, 

WENDELL F. FOSTER. 
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A Style Show De Luxe 


Elaborate Costumes Form Charming Background 


for Fine Display of Jewels 


By ETHEL G. HERREN 


with the convention of the Oregon Retail Jewel- 

ers Association at Portland, Ore., attracted wide- 
spread attention and was favorably commented upon 
by all who attended. 

Thirty costumes were modeled. First came sports 
costumes, among them a nasturtium ensemble, with 
carnelian choker, bracelet and ring; and a green and 
white costume with necklace of jade, and matching 
ring combining jade and pearls. An amber necklace 


T wis elaborate style show staged in connection 


This gown of sil- 
ver mesh at- 
tracted much at- 
tention. It was 
trimmed with 
links of gold and 
was sent to Port- 
land by an east- 
ern concern espe- 
cially for the 
show 
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Model wearing 
pajama suit of 
satin, set off with 
a.turquoise brace- 
let, ring and 
necklace 














chimed in beautifully with a golden-yellow ensemble, 
while gold beads furnished the appropriate note fora 
yellow and green knitted costume, and a yellow gold 
bracelet completed the effect. 

In the next division a brilliant turquoise satin loung- 
ing pajama suit was set off by a striking turquoise 
choker with a clasp, and a huge ring of turquoise. A 
lapis tweed suit had its choker of lapis, earrings to 
match, and a novelty lapis ring matching the buttons 
of the jacket, while an all-white tennis costume en- 
hanced its wearer’s blond beauty with crystal beads 
and matching bracelet. 

Next were the afternoon costumes. A dark blue silk 
ensemble with fine black straw chapeau showed a 
choker of braided coral, furnishing the needed color 
contrast; a lavender-blue chiffon frock with a touch of 
lace and a large lace hat, was rendered still more pic- 
turesque by matching dull blue stones. A model in a 
royal-blue dress with pale pink yoke wore a choker of 
rose quartz and chrysoprase, with chrysoprase clasp 
at the waist. 

A necklace of sun tan pearls, and a garnet brooch 
and earrings complemented an afternoon costume it 
tints of red and sunburn. A “tea for two” model of 
chiffon in yellow and green tints needed but its neck- 
lace of clouded amber beads to make it perfect, while 
a stunning costume of black lace, with white fox fur 
and black lace hat, boasted a choker of green and black 
set in marcasite and a platinum wrist watch. 

In the division of the less elaborate evening gowns 
an all-black costume in chiffon and net, with a cocktail 
jacket, had just the right touch in a diamond-encrusted 
choker complemented by jet, a platinum ring set with 
diamonds and a matching brooch. Black onyx made the 
jewelry ensemble of bracelet, necklace and ring for 4 ] 
second black costume, while a yellow chiffon gown had 
its ensemble of topaz. An exquisite chiffon frock 
pastel rainbow tints increased its loveliness by a zircon 
ensemble, the gems set in filagree. 

Stunning indeed were the formal evening costumes, 
(Continued on page 56) 
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Where Prosecutions are Langerous* 


By ELTON J. BUCKLEY 


ERE’S a case of hard luck growing out of a situa- 

tion to which I like to return every once in a 

while in order to assure that constitutionally rash 
readers of these articles may think twice before they 
arrest somebody for what they consider a fraud. 


It is one thing to arrest a customer for fraud or false 

pretense in order to compel the payment of a bill or 
something; it is quite another thing to convict. And 
if there is an acquittal instead of a conviction, the per- 
son who was arrested has a lovely case against you for 
malicious prosecution. 
“In this case Patterson Brothers conducted a retail dry 
goods store. Their credit manager was R. O. Patterson. 
Like most other merchants nowadays, they did a large 
credit business which was partly installment. 


A woman named Shields bought $379.46 worth of vari- 
ous goods on credit, agreeing to pay $118 down and the 
balance at the rate of $10 every two weeks. There was 
a written contract to this effect. She made a few pay- 
ments, always too late, and two to three years after the 
purchase she was $175 behind. Of course she still had 
the goods, or at least most of them; some had worn out 
and been thrown away. 

In an effort to get the bill paid, R. O. Patterson, the 
credit manager, visited the woman. She said her hus- 
band was sick and out of work and she couldn’t keep 
the payments up. She said Patterson told her: “If you 
can’t make the payments I will have to take the goods 
away.” To which she said she replied, “You can have 
them because I can’t pay.” However, he did not take 
them, and shortly afterward she moved without notice, 
and after the Pattersons had located her again they 
arrested her. She was haled into a Magistrate’s court 
and held in $500 bail, which she couldn’t furnish, and 
was committed to jail for default of it. In the Magis- 
trate’s court R. O. Patterson told the woman’s husband 
that unless he paid the balance of the bill they would put 
his wife in jail. He offered $12 per month but they 
wouldn’t take it. Then she went to jail until she got bail. 


In due course she was tried and acquitted. Any lawyer 
who knew his business would have guaranteed she would 
be. Next she brought suit for malicious prosecution 
against the Pattersons. Malicious prosecution is based 
on the theory that the person bringing it has been 
arrested without reasonable cause. This case also came 
on to be tried and the jury gave her $2,000, which was 
fairly handsome. The Pattersons appealed but lost the 
appeal and by this time the woman has probably got 
her money. 


At the trial the Pattersons tried in many ways to 
wiggle out. They said R. O. Patterson, who had en- 
gineered the thing, hadn’t been authorized to issue the 
warrant and had done it on his own responsibility. 


-_. 


*Copyright 1930, by Elton J. Buckley 


They admitted, however, that they knew what he did and 
had not stopped him. The court held that they were 
responsible for the acts of their agent, which R. O. Pat- 
terson was. More, the Patterson’s own lawyer handled 
the criminal case. The Pattersons also protested loudly 
about the amount of the verdict. It was rather larger 
than these cases usually run, but the appeal court said 
“it was not so clearly excessive as to come within the 
rule permitting us to set it aside on that ground.” 


Here is the crux of the decision: 


The purpose of a criminal prosecution is to punish 
the offender for violating the laws of the Common- 
wealth and not to enforce the payment of money, 
nor as in civil proceedings, to restore to the owner 
the property of which he has been defrauded. The 
criminal process of the court should not be invoked 
for any such purpose. 

The big stores are so afraid to arrest people in cases 
like this that they will stand for almost anything rather 
than do it. It is very dangerous, and has a sharp come- 
back, unless the evidence is clear beyond question. 





lf Laws Worked 


An editorial from the Cleveland Press of June 24, 1930 


F we thought that passing laws had any particular 
effect on people’s habits, here’s one we would recom- 
mend. 


Every man who displays a clock in a show-window, on 
a store front, on a tower or any other conspicuous place, 
would be required to keep it operating on time. 

Failure to keep the clock operating on time should be 
punished—if you believe in punishments—by requiring 
the proprietor to work for a hard boiled boss and be 
late every morning for a week. 


No one can object to a man’s keeping a clock as fast or 
slow as he pleases in the privacy of his own house. But 
the man who sets up a clock for public information and 
then deliberately misleads the passersby—we can not 
find words strong enough to express our disapproval. 


There are a lot of such tricky fellows operating in 
Cleveland. In one block we know of you find four differ- 
ent times on four different window clocks, the difference 
between the fastest and slowest amounting exactly to 
27 minutes. 

There are parts of Cleveland where one walking to 
his office apparently finds the hour getting earlier and 
earlier the farther he goes. Of course, with Einstein 
getting everybody all mixed up about things, there might 
be some good reason for this. But you can’t tell that to 
the boss. 
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London Reports Improvement in Business 











Demand for Jewelry Increases in First Half of June—Window Smashers Escape After Raid on 
North London Jewelry Store—Coastal Jewelers and Department Stores Show Many 
Novelties in “Beach Jewelry’—Amber Jewelry Returns to Favor in Europe 


LONDON, June 21.—The first half of 
June brought a slightly improved vol- 
mie of business to jewelers and there is 
nw some ground for the belief that 
jewelry sales will be on a higher level 
than hitherto. In the diamond trade 
there is more activity pending and a 
number of American buyers now appear 
to be preparing to increase their deal- 
ings in rough and polished goods. The 
restricted demand for the class of 
goods for general use still is noticeable. 
According to the metropolitan diamond 
merchants there is a dearth in some 
grades of stones owing to the slowing 
up of production at some of the cutting 
centers. 

“No marked improvement can be re- 
ported in the general position of the dia- 
mond trade,” said a member of Backes 
& Strauss, the London diamond house, 
to the representative of THE JEWELERS’ 
CIRCULAR the other day, “but a slightly 
better tone appears to prevail, and in 
several instances reports are at hand 
of a moderate business being done. 
Some of the cheaper lines in mélée, 
smalls and sizes up to four grainers 
‘joy quite a satisfactory demand, and 
wing to the limited amount of new 
goods that are being cut some grades 
are almost totally lacking on the market. 
In finer qualities the demand unfortu- 
mately continues rather slack and it 
May still be some time before a better 
dass of goods will be required, but it 
8 understood that quite a number of 
Important American houses will shortly 

in the market and this fact doubtless 
will help to liven up business.” 

* * * 

Fashion leaders attending the opera, 
receptions of a formal nature and other 
cial functions are “setting the pace” 





By JACK BROOKS 


in the matter of correct jewelry acces- 
sories to go with the newest dresses. 
Many bracelets are worn with long 
gloves, while flowers, decorative em- 
broidered handbags, necklaces and ear- 
rings are correct. 

* * * 

While experiments are proceeding 
with various devices for the protection 
of the jeweler from the smash-and-grab 
bandits who concentrate on easily raided 
window displays, these people are busy 
plying their trade. A methodical raid 
was made this week on one of the Jay 
jewelry stores at Islington, North Lon- 
don. Two men calmly stood on the side- 
walk as a guard against pedestrian in- 
terruption while a third smashed a win- 
dow and extracted jewelry. The trio 
then rode off in their high-powered car. 
An assistant at the store who hastened 
to the street on hearing the sound of 
breaking glass was hit by a “jimmy” 
hurled by one of the raiders. 

* * * 

The big department stores, as well as 
the coastal jewelers, are laying in large 
stocks of the new “beach jewelry” which 
is chiefly notable for the fact that it 
is not jewelry at all. Necklaces and 
bracelets for wear on the beach parade 
or in the water and composed of wood, 
cork, glass and rubber make the real 
jeweler snort with indignation, but there 
is money in these baubles, and a lot of 
retail jewelers, anxious to increase their 
selling volume, are gradually overcoming 
their scruples with regard to the stock- 
ing of such summer fancies. These bath- 
ing dress ensembles really look better 
than they sound. Colored rubber of the 
bath sponge type is cut into various 
unique designs and strung alongside 
silver balls and little glass globes, while 


carved wood and cork pieces are utilized 
in like manner. The new bathing suits 
come complete with their “jewelry” trim- 
mings in some instances. 

* x * 

Amber in all shades and utilized in 
jewelry in various shapes has returned 
to favor in Europe and quite a lot of 
amber jewelry suitable for young people 
is now finding a market. The German 
exhibition in Paris has had something 
to do with the increasing popularity of 
this medium. The newest amber pieces 
range from the deep, sparkling Chinese 
kinds to the pale yellow types. The 
latter is particularly suitable for chil- 
dren, and for blondes. The yellow and 
brown tints fashionable in feminine 
dress form a suitable background for 
amber jewelry. With the woolen dress 
or tweeds the amber is worn in the form 
of rough, irregularly shaped lumps 
strung on a gold chain. Amber beads 
in various shapes are utilized in neck- 
laces, earrings and bracelets. 

* * * 

There* are some novel and amusing 
wooden clocks on the market just now. 
One, carved in the shape of a face, has 
the large black pupils of the staring 
eyes surrounded with heavy lashes which 
represent the hours and minutes. A 
small white speck on the eye rotates and 
points to the hours in turn, one eye 
marking the hour and the other the ap- 
proximate minute. 

* * * 

Glass sweet dishes inlaid with gold is 
a new type of gift that is finding favor. 
Prince and Princess Arthur of Con- 
naught selected gifts of this sort with 
which to convey this week their felici- 
tations at one of the smart weddings of 
the month. 
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F. T. C. Stops Three Concerns from 
Misuse of Precious or Imitation 
Gem Terms in Advertising 


WASHINGTON, D. C., June 30—Three 
respondents, corporations, one engaged 
in manufacturing products containing 
genuine and imitation stones and in the 
sale and distribution of these; the sec- 
ond dealing in imitation pearls, crystals, 
jade and similar products; and the third 
selling imitation pearls, agreed to stop 
use in advertisements and on labels, and 





markings on boxes and otherwise of the 
words “pearl,” “crystal,” “jade,” “ame- 
thyst,” and “ruby” either independently 
or in connection with each other or with 
other words, so as to imply that their 
products are made of natural stones, 
when such is not the fact. 

The companies have entered into a 
stipulation with the Federal Trade 
Commission to this effect. Their names 
are being withheld from publication in 
accordance with the commission’s rules. 

They agreed to cease and desist using 
the words “pearls,” “crystal,” “jade,” 
“amethyst,” “ruby” and “synthetic” in 
any way which may deceive buyers into 
believing that the products are made 
of natural stones. 

Provision is made that when any of 
the words “pearls,” “crystal,” “jade,” 
“amethyst,” or “ruby,” is used to des- 
ignate such products, the designating 
word shall be accompanied by the word 
“imitation” or other words printed in 
type equally as conspicuous as that in 
which the designating word is printed, 
so as to indicate clearly that the arti- 
cles are not made of natural stones. 

The companies will stop using the 
words “synthetic” or “indestructible” so 
as to imply that such products are syn- 
thetic and indestructible when such is 
not the fact. 


* * * 


Department Store Sales in May Show 
Drop from 1929 


WASHINGTON, D. C., July 1.—Depart- 
ment store sales for May were two per 
cent smaller than in the corresponding 
month a year ago, according to reports 
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to the Federal Reserve system from 658 
stores in 269 cities. Total sales from 
Jan. 1 to May 31 were three per cent 
smaller this year than last year. 

x * * 


Jewelry Trades Consumption of 
Platinum in 1929 


WASHINGTON, D. C., June 26—Last 
year the jewelry industry used 84,039 
troy ounces of platinum compared with 
93,468 ounces used in 1928, according to 
the Bureau of Mines. Also, last year 
the jewelry industry used 4451 ounces 
of palladium compared with 4965 used 
the previous year, and last year the in- 
dustry used 3737 ounces of iridium com- 
pared with 3260 ounces in 1928. 

The jewelry industry also used 851 
ounces of other platinum metals last year 
compared with 815 ounces the previous 
year. Total platinum metals used last 
year by the jewelry industry was 93,- 
078 ounces compared with 102,508 ounces 
during 1928. 

The platinum refiners of the United 
States last year purchased 516 ounces of 
crude placer platinum of domestic origin 
and 51,618 ounces of foreign crude plati- 
num, according to the Bureau. In 1928 
the refiners purchased 365 ounces of do- 
mestic crude platinum and 57,962 ounces 
of foreign crude platinum. Domestic ma- 
terial purchased in 1929 included 294 
ounces from Alaska, 208 ounces from 
California and 14 ounces from Oregon. 
Purchases of foreign crude platinum in 
1928 were: Australia, 852 ounces; Can- 
ada, 7 ounces; Colombia, 45,687 ounces; 
Russia, 6 ounces; and South Africa, 
5066 ounces. 

Refined platinum metals recovered last 
year from crude platinum, from ore and 
concentrates, and from gold and copper 
refining amounted to 47,977 ounces, of 
which 10,886 ounces was reported to have 
come from domestic materials. 

* * * 


Small Towns Show Increased 
Business 


WASHINGTON, D. C., June 27.—Busi- 
ness is on the increase in towns of 1000 
to 10,000 population according to a state- 
ment made recently by the Bureau of 
Agricultural Economics, Department of 
Agriculture. 

The Bureau claimed, through one of 
its officials that the bulk of the farmers’ 
income is now spent in towns in this 
population range, and predicted that 
this would continue for a _ generation. 
He stated that although the farm popu- 


By L. M. Lamm, Washington, D. C., Correspondent 





lation has decreased by 4,000,000 persons 
since 1920, the gross cash income from 
agriculture of today’s farm population 
of 27,000,000 is the same as that of the 
31,000,000 farm people 10 years ago— 
$10,000,000 a year. 


* * * 


Employment in Retail Stores Larger 
This Spring Than a Year Ago 


WASHINGTON, D. C., June 26.—Em- 
ployment in retail stores throughout the 
United States, slightly in excess of April 
of last year, is indicated by preliminary 
tabulation of returns for the Census of 
Retail Distribution from 44,000 separate 





establishments located in 47 States, and 
representing all leading types of retail 
business. 


The data furnished to the Bureau by 
these establishments when the Census 
enumerators called for their reports, 
shows that they employed 388,424 this 
spring, as compared with 387,034 people 
in April of last year. The stores tabu- 
lated include 41,446 independent estab- 
lishments and 2520 units of chain stores 
and large department stores. They rep- 
resent all kinds of business, and various 
types of organizations. 


The schedules show that these same 
establishments employed 384,236 in July 
of last year; 405,572 in October; and 
465,265 in December of last year, in- 
dicating what is probably the normal 
seasonal fluctuation throughout the 
calendar year. The returns also show in 
a separate tabulation, that the large 
stores employ a heavy proportion of part 
time people during the month of Decem- 
ber amounting to as much as 40 per cent 
of the total in retail establishments of 
this type, whereas the smaller stores 
employ less than 10 per cent of the part 
timers. 

Special analysis of 11,500 small retail 
stores averaging less than three em- 
ployes each was made, situated in 22 
large cities believed to be fairly repre- 
sentative of the entire country, and this 
showed a total of 29,025 employes this 
spring as compared with 28,696 at about 
the same time last year. 
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Retail Jewelry Trade Survey 





Department of Commerce Works Out Uniform Classification of 
Jewelry Items to Make Comparisons Possible in Statistics 


Gathered Through Questionnaire of the A. N.R.J.A. 


WASHINGTON, D. C., July.—A uniform 
classification of jewelry items to make 
possible comparisons in statistics of dif- 
ferent stores in the retail jewelry survey 
has been worked out by the Domestic 
Commerce Division of the Department of 
Commerce and the American National 
Retail Jewelers Association. This has 
been done in connection with the survey 
of the trade which is to be made. It is 
the hope of government officials that this 
breakdown of jewelry departments into 
fifteen major groups will prove helpful 
in meeting a long felt need of the trade 
by establishing a basis upon which a 
standard classification can be set up. 

The classification is as follows: 

1. Diamonds and other precious stones. 
This includes not only unmounted stones, 
but also all articles of which the princi- 
pal value lies in the precious stones. 

2. Jewelry, gold and platinum, solid 
and front, exclusive of precious stone 
jewelry entered under (1). 

3. Other jewelry; Sterling, gold rolled 
and filled, and base metal electroplated ; 
not including costume jewelry or any in 
the preceding classification. 

4, Costume jewelry. 

5. Watches, other than jeweled. 

6. Electric clocks. 

7. Clocks, other than electric. 

8. Sterling silverware; Hollow and flat 
ware, and all articles of plain sterling 
not classified above, such as sterling 
toilet ware. 

9. Silver plated ware, hollow and flat, 
and articles of plated ware not included 
above and which should not be classified 
as gifts, novelties, and souvenir items. 

10. Glass and chinaware, lamps and 
furniture; Table services, and all items 
of glass and china not classified specifi- 
cally as optical goods or gifts, novelties, 
and souvenirs, standard floor, desk and 
table lamps, and many articles of fur- 
niture. 

11. Optical goods; Lenses, eyeglasses, 
reading glasses, opera and field glasses, 
cameras and camera supplies. 

12. Pens, pencils, and _ stationery; 
Fountain pens, pencils, pen and pencil 
desk sets, and other desk sets not in- 
cluded above; boxed stationery and all 
other desk supplies. 

13. Gifts, novelties, and other souvenir 
items; Favors, bridge sets, toilet ware, 
playing and tally cards, picture post 
cards, and extreme novelty items not 
previously classified. 

14. Other merchandise. 

15. Repairs and engraving. 

The questionnaire, which will be broad- 
cast to the trade throughout the country 
provides for ascertaining, under each 
classification, the inventory value, net 








sales and gross profits, for the last fiscal 
or calendar year and the preceding year, 
and the inventory value of stock by 
length of time on hand. It will take 
several months to complete the survey. 


Distinguished Service Medal Awarded 
to Rear Admiral Richard E. Byrd 


EW YORK State’s distinguished ser- 
vice medal which Governor Roose- 
velt bestowed upon Rear Admiral Richard 
Evelyn Byrd on June 24 is a heavily 
gold-incrusted insignia. 
Colonel Charles A. Lindbergh has been 


MEDAL PRESENTED TO REAR ADMIRAL 
BYRD 


awarded one and Admiral Byrd is the 
second man from without the State to 
receive this honor, the highest within 
the gift of New York. 

A navy blue ribbon was used to sus- 
pend it from the neck of Admiral Byrd. 
As it hung on the white tunic of his uni- 
form the shield of the State of New York 
was plainly visible. The words: “Dis- 
tinguished Service” which are inscribed 
upon its face also were readily decipher- 
able. 

The medal was manufactured by the 
Gleason-Wallace Co., Albany, N. Y. 
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Program for Jewelry and Allied 
Trades Show at Chicago, 
August 4-8 


CuicaGo, July 1.—The program for 
week of the Jewelry & Allied Trades 
Show, Hotel Sherman, here, is a busy 
one and lines up as follows: 

On Monday, Aug. 4, retailers will 
register at the registration desk at the 
entrance to show on mezzanine floor and 
receive badges. The show will open at 
9.30 a. m. and will be open until 10.30 
p. m. for benefit of the Chicago retailers 
who are unable to leave their business 
during the day. 

On Tuesday, Aug. 5, the show will 
open at 9.30 a. m. and closes 5.30 p. m. 
Bradley Institute Alumni and their 
wives will hold a reunion in meeting 
room at the Hotel Sherman, hour to be 
announced later, and enjoy dinner in 
same room at 7.30 p.m. Alumni should 
get in touch with George L. Kyseth, 
Clarion, Iowa, chairman of committee, 
and notify him if they are coming. 

On Wednesday, Aug. 6, the show will 
open at 9.30 a. m. and closes 5.30 p. m. 
A banquet will be held at the Palmer 
House at 7.30 p. m. A. C. Becken is 
chairman entertainment committee. 

On Thursday, Aug. 7, the show will 
open at 9.30 a. m. and remain open until 
10.30 p. m. for benefit of Chicago retail 
jewelers’ customers who will be admitted 
by card secured from their retail jewel- 
ers. Cards will be signed by retailers. 

On Friday, Aug. 8, the show will open 
at 9.30 a. m. and close at 5.30 p. m. 








Cartier, Paris, Holding Exhibit 


According to a cablegram from Paris, 
Cartier, jeweler, is now holding his an- 
nual exhibit, and this year it is of spe- 
cial interest to those who follow jewelry 
styles because it differs from other ten- 
dencies. 

As already reported, one of the lead- 
ing Paris jewelers recently staged an 
exhibit, the aim of which was to launch 
the ruby, and current social fashions 
for evening of white or black gown with 
ruby red wrap indicate an acceptance of 
ruby jewelry. In the Cartier exhibit, 
however, it is relegated io third or fourth 
place, competing with sapphires, while 
diamonds and emeralds continue to hold 
the limelight. 

Some pieces are made of carved em- 
eralds which serve as brooches. A brace- 
let meant to be worn above the elbow, in 
diamonds and platinum, has a flexible 
tied effect at the side, like a narrow rib- 
bon of diamonds with the ends of the 
ribbon holding a large diamond ball. 
Another bracelet is a rigid circlet which 
does not join, with each end set with a 
large stone, one an emerald the other a 
sapphire.—Paris Bureau Women’s Wear 
Daily. 








The Gove jewelry store, Chariton, 
Iowa, was recently damaged by fire. 
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DESIRABLE SPACE FOR RENT 


Very desirable location ready for 
immediate occupancy, may be had now in 


THE JEWELERS’ BUILDING H 14 WEST 46th STREET 


IN THE HEART OF THE UPTOWN NEW YORK JEWELRY CENTER 
Small or large units with full North Daylight 


For particulars apply to: 


SIGLEY REALTY COMPANY 


25 West 47th Street New York, N. Y. 
Telephone Bryant 6506 
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Florida Jewelers Hold Convention 





Retailers Gather at St. Augustine and Hear Interesting Addresses and Reports—Banquet and 
Golf Tournament Social Features—Officers Elected 


Sr. AUGUSTINE, FLA., June 27—Earle 
L. Middleton, president of the Florida 
Retail Jewelers Association, sounded a 
note of warning in his opening address 
to the members of the organization at 
the Hotel Bennett in this city for their 
annual convention. President Middleton 
told the delegates that efforts toward 
stabilization must be maintained in mer- 
chandising and that the retail jeweler 
must adhere to the standard both in 


Magnon, Tampa, and Treasurer Reade 
Tilley, Clearwater, were read and 
showed the association to be in a fair 
financial condition despite the fact that 
part of the State funds were in a recent- 
ly closed bank. 

Just before lunch Regional Vice-Pres- 
ident Harry G. Matthew outlined the ob- 
jects of the American National Retail 
Jewelers’ Association. He emphasized 
the importance of the Capper-Kelly bill 





WHILE ATTENDING THE FLORIDA CONVENTION 


Left to Right—Reade Tilley, Treasurer; Alvin Magnon, Secretary ; Earle Middleton, President, 
and Charles L. Turtle, Director 


price and quality. “This is vital,” he 
said, “and it is just as important that 
we retail men do not tend to mislead 
the public with respect to merchandising 
values.” 


Wednesday 


President Middleton’s talk followed 
the formal opening last Wednesday, of 
the two days’ convention, at which Dr. 
Harry Farmer delivered the invocation. 
City Commissioner C. A. Lamont, acting 
mayor; Fred V. Willias, past president 
of the St. Augustine Merchants Associa- 
tion and T. Rogers Meckler, Jr., repre- 
senting the Junior Chamber of Com- 
merce, extended to the visiting delegates 
the cordial and sincere welcome of the 
city and its merchants. Gus Lawton of 
Orlando responded for the association 
to these addresses of welcome. 

The regular order of business fol- 
lowed the naming of several special com- 
mittees. The reports of Secretary Alvin 


and urged that all jewelers use their in- 
fluence to have this bill made a law. 


Golf Tournament 

The afternoon was given over to a golf 
tournament for the men and a sightsee- 
ing trip for the ladies. Those who won 
prizes donated by leading manufacturers 
included R. C. Tolerton, a Seth Thomas 
electric banjo clock; Harry Matthew, a 
Sheaffer desk set pad and book ends, and 
Reade Tilley, silver tray. ‘The tourna- 
ment was held at the St. Augustine 
Country Club. 


The Banquet 

On Wednesday evening the annual 
banquet was held at the Vilano Beach 
Casino, with Senator A. M. Taylor act- 
ing as the toastmaster. Obe P. Goode, 
introduced as the “cracker philosopher,” 
was another featured guest and Butler 
Koger, Ponce de Leon in the Ponce de 
Leon celebration pageant of 1930 was 
present in costume, accompanied by 


“Jimmie” Wolfe as. his tiny page to pre- 
sent each with a bottle of water from the 
far-famed Fountain of Youth. 

The banquet was concluded with danc- 
ing that lasted well into the night. 

Thursday 

Two interesting addresses were de- 
livered at the concluding session on 
Thursday morning, followed by the elec- 
tion of officers. 

The first talk was made by Harold 
Colee, public relations director of the 
Florida East Coast Railway Co., who 
spoke on “The Tourist in Florida.” 

The other speaker was Joseph Mazer, 
diamond dealer of New York and well 
known among retail jewelers. 

The following officers were elected: 
President, Earle L. Middleton, Miami; 
first vice-president, Gus Lawton, Or- 
lando; second vice-president, Edward 
Allen, Orlando; secretary, Alvin Mag- 
non, Tampa; and treasurer, Reade 
Tilley, Clearwater. The directors for 
the coming year include Samuel Wilson, 
Ocala; Charles H. Turtle, St. Augustine; 
William Dueber, Tampa; C. H. Coles, 
Gainesville, and F. N. DeHuy, DeLand. 

Clearwater was designated-as the 
next convention city. 








Sales Representatives for Taunton, 
Mass., Silverware Concerns 
Hold Convention 


TAUNTON, MAss., June 26.—The sales 
convention of the representatives of 
Reed & Barton, Dominick & Haff and 
the McChesney Co., in session for a 
week came to a close yesterday at the 
summer home of Sinclair Weeks, pres- 
ident of the corporation, in Lancaster, 
N. H. Aside from the business sessions 
the representatives enjoyed golf and 
other sports. 

Salesmen from all parts of the United 
States were in attendance at the con- 
ferences which were opened here last 
Thursday. While the representatives 
were here luncheons were served in “The 
Early American Room” a new addition 
to the Reed & Barton plant. 

The closing sessions of the convention 
were held in the mountains of Lancaster 
last Monday, Tuesday and Wednesday. 
The salesmen displayed marked enthu- 
siasm over several new features which 
have been prepared for the fall market. 
Among these was the announcement of 
a new sterling pattern by Dominick & 
Haff to be known as Contempora. Not 
content with their own facilities for de- 
signing, Dominick & Haff secured the 
services of Elial Saarinen, eminent de- 
signer and architect, for this newest 
creation. 

On Saturday, June 28, the factory of 
Reed & Barton and Dominick & Haff 
was closed and will not reopen until 
Monday, July 14. 
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GEM-STONES 7 


By G. F. HERBERT SMITH 





An Interesting, Authoritative Book 


Comprising 40 chapters and many 
diagrams, plates and tables by an out- 
standing authority. Over 300 pages. 





Here is a comprehensive book on GEM-STONES both for 

the Jeweler and the Connoisseur, written by an Assistant 

"The various sec- Secretary of the British Museum, giving not only the char- 
tions, each includ- ip , - re . 

ing one or more acteristics of the various stones, but their histories and tech- 


chapters, cover: nologies. 








THE CHARACTERS OF GEM-STONES Sil 
THE TECHNOLOGY OF GEM.STONES The present fourth edition is completely up-to-date. It fur- 


PRECIOUS STONES nishes the jeweler and his clerks with a background and 
SEMI-PRECIOUS STONES appreciation of the various commercial stones that will make 
ORNAMENTAL STONES their contacts with customers more effective. Price $3.00. 

ORGANIC PRODUCTS Orders promptly filled by 








a JEWELERS’ CIRCULAR, 239 W. 39th St., New York, N. Y. 








FANCY CUT 
DIAMONDS 


S [Ol BEEKMAN STREET ~NEW YORK Cily 











HAND MADE 


BABY RINGS (ka ELGIN and WALTHAM 


Not Die Struck REBUILT WATCHES 
Made in 14k White or Green Gold. Set BRAND NEW CASES WATCHES GUARANTEED 


yizh calib r plain. Attractive Prices. 5 
Sold Through the Wholesale Trade only. Pa Descriptive Circular with Prices Mailed on Request 


LOUIS E. BERGER, INC Special Prices to Quantity Buyers 
° “Mfr. F Z Berk Merchandise Co., 152 West 42nd St., New York 
64 Fulton St., New York — 
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Hold Annual Outing 








Members of Boston Jewelers’ Club Enjoy 
Field Events and Dinner at 
Pemberton 


PEMBERTON, Mass., June 28.—With 
sports, a shore dinner and dancing as 
chief attractions, the annual spring out- 
ing of the Boston Jewelers’ Club at- 
tracted upward of 200 guests and mem- 
bers here Wednesday. It was the 42nd 
event of its kind and throughout was 
favored with ideal weather conditions. 

The boat ride to Pemberton involving 
about 45 minutes on the water added 
greatly to the pleasure. Most of the 
jewelers got to the grounds in this way. 
Others made the trip by automobile, less 
than an hour’s run through picturesque 
routes. One or two came by plane, as 
there is a landing station nearby. 

President William L. Stone, Carl F. 
Lawton, Secretary Albert R. Kerr, Ed- 
ward A. Bigelow, James H. Parks, J. 
Charles Stever, Frank T. Cram and 
other officers were on hand early to 
welcome the guests and members. The 
program opened with a baseball game 
between the Gorham Belles, captained by 
Elmer Kipp, and the Boston Jewelers’ 
Babies, led by H. Miller and resulted in 
a close victory for the Belles by 2 to 1. 

The quoit contest occupied practically 
all the afternoon, and showed that many 
of the jewelers can hurl the horseshoes, 
or rather the metal rings as well as they 
can handle more valuable rings. The 
winners were Hardy and Reeves, first; 
Huggins and Jackson, second, and Gidley 
and Lilley, third. 

The three-legged race brought out a 
large field and a great deal of fun for 
the contestants. Carl Lawton and W. 

Smith won in easy fashion, making it 
the fourth time in succession that they 
have carried off the trophy. 

The potato race was won by Roland 
Poole. The pipe race also afforded much 
fun for entrants and “bleachers.” 

While these games were in progress 
Some of the jewelers indulged in swim- 
ming in the open-air pool on the grounds, 
While others showed how well they could 
Swing the racket at tennis. 

After a brief pause while the camera- 
man took a panoramic picture, the mem- 
bers and guests were summoned into 
dinner which was served in a large 

ing room right on the water edge. 
An orchestra marched them to their 
Places with President Stone, Albert R. 
Kerr, Carl Lawton, E. A. Bigelow, J. 
Charles Stever and President Gidley of 
the State Retail Association, at the head 
table. President Stone took just long 
enough to welcome the members and 
guests in his usual affable manner. 

Presentation of prizes followed the 
dinner, The prizes this time being fur- 
nished by the club, instead of by manu- 
facturers and wholesalers as in the past. 
ach member of the winning baseball 
nine received a silver mounted comb and 
nail file in leather case; the three-legged 
Winners, a telechron clock each; the quoit 
Winners a silver water pitcher each; 
silver cigarette package tops went to the 
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successful ones in the potato race, while 
the pipe race winners received a 14 karat 
gold mounted pipe each. 

Albert R. Kerr as chairman of the 
outing committee observed his 20th an- 
niversary in that capacity, assisted by 
Charles O. Housman, Ben Wyman, 
James H. Parks and James Kingman. 
The sports committee consisted of Carl 





WILLIAM L. STONE, PRESIDENT 


F. Lawton, J. Charles Stever, Edward 
A. Bigelow, Charles O. Housman and 
Ben Wyman. 








Prizes Awarded at Tournament of 
New England Jewelers’ Golf 


Association 


An error was made last week in the 
telegraphic report of the tournament of 
the New England Jewelers’ Golf Asso- 
ciation held on Sunday and Monday, 
June 22 and 23 at the Griswold, Eastern 
Point, New London, Conn. 

Albert M. Kohn of Henry Kohn & 
Sons, Hartford, Conn., was elected pres- 
ident, as reported in these columns last 
week, while Don H. Johnson, of Clark & 
True, Middletown, Conn., and _ not 
Howard Martin was elected vice-presi- 
dent. Howard Martin of Martin-Forbes, 
Boston, was reelected secretary-treas- 
urer. C. Sydney Cook of A. Stowell & 
Co., Boston, was chosen chairman of the 
golf committee; E. E. Franks of the 
Moulton Jewelry Co., Worcester, chair- 
man membership committee; Ben Wy- 
man, Boston, chairman prize commit- 
tee and Howard Clery, Providence, 
chairman press committee. 

As stated in the story last week, the 
Doyle Platter, first gross prize, went to 
W. B. Scheer; THE JEWELERS’ CIRCULAR 
Mulford Cup, first net prize, to A. U. 
Burque; the Cook Cup, second gross 
prize, to Allie Osterwald, and the 
Jewelers Journal Bowl, second net prize, 
to Walter Harris. 

Other prize winners included: Charles 
Sommer, third division; R. A. Benedict, 
fourth division; Sturgis Rice, fifth divi- 
sion and Bion Keith, sixth division. 
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First prize, beaten fours, champion divi- 
sion, was won by Ted Franks. In the 
second division J. L. Warner was the 
victor; third division, Carl Lawton; 
fourth division, C. C. Costello and fifth 
division, Godfrey Weidlich. 

In the guests’ division first prize was 
won by P. J. Meany and second prize 
by C. Barton. In the beaten fours, 
guests’ division first prize was taken by 
W. I. Burrows, while the second prize 
in this division went to S. Manzer. 








Diamond Markets 





Conditions in the Diamond Centers of Lon- 
don, Paris and Amsterdam as Reported 
by Correspondents of “The Jewelers’ 
Circular” 


LONDON, June 17—The greater part of 
the business done in jewelry stores here 
at the present time is in the sale of inex- 
pensive articles in diamonds and silver- 
ware. Little of anything else is being 
sold at present either in the wholesale 
or retail branches of the industry. 

* * * 

Several notable functions were held 
during the month in connection with the 
International Congress of Jewelers and 
Goldsmiths. The banquet held at the 
Mayfair Hotel, at the opening day of 
the Congress was one of the main events 
during that week, as there was a won- 
derful display of diamond parures worn 
by the ladies present at that function. 
It was resolved that the next Congress 
in 1931 will be held at The Hague, while 
probably the Congress during 1932 will 
be held in Rome, by invitation of the 
Italian association. 





Paris, June 15—Despite the fact that 
conditions in the local market are re- 
ported to be dull, the price of diamonds, 
cut as well as uncut, is well maintained 
by the manufacturers, which in conjunc- 
tion with their colleagues at the other in- 
dustrial centers have curtailed produc- 
tion by working only a few days a week. 
There is a sporadic demand for large 
size stones, but transactions in that re- 
spect are almost handicapped by the low 
biddings. 





AMSTERDAM, June 16—There is a little 
more activity in this market during the 
last few days, caused by the presence of 
representatives of some American firms 
and by the reports of the passing of the 
United States Tariff Bill. The latter 
action most assuredly stimulated the 
market. 

The improvement in business was 
mainly notable in the demand for smal] 
stones, and also in the assortments of 
four to six to the carat in medium quali- 
ties, providing they are of a white color. 
Prices for these stones are consequently 
well maintained, even though a slight in- 
crease in the price of the small sizes was 
reported. 

There is a fair demand in the rough 
diamond market for all qualities, espe- 
cially for the large stones, which, by 
the way, are scarce. Most of the cutters 
are now employed. 














MCS MO ter HI OM RIE i 





oe Samah ote 








. 
: 


as 


LILI LLI ISIS III IID AI SS Sp I DO 


SSL ILI IIL IIE 


THE JEWELERS’ CIRCULAR July 3, 1989 


AMZ, 
im y 


ee on only AY 
on er™ 


JUNE 30th, 1930 
----to be EXACT 


Copyright 1929 





es 








, 
¥ 





“Buy from the Cutters’ 


GEMS 


Emeralds Catseyes 
Rubies Star Rubies 
Sapphires Star Sapphires 
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The last French troops 


Chinese Jade left the Rhineland. 


' The evacuation of the 
Allied Army of Occupation 
is complete and German 
territory is now entirely 
free from foreign dominat- 
ion. 


Black Opals Aquamarines 
and other 


“Precious Stones 


Dealers who would free 
themselves from the 
domination of improper 
diamond connections will 
. do well to consult with us. 


Joe Weel eles 


10 West 47"Street 
New York. 


AMERICAN GEM & PEARL Co. 


“Dealers . (utters » Importers 
SIX WEST FORTY-EIGHTH STREET 
NEW YORK 
London 
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Genuine Pearls Cultured 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 
ag -MACHI NICHOME 


ST. 
PARIS—7-9 BOULEVARD HAUSSMANN 
BOMBAY—BULLION EXCHANGE BLDG. 


PEARL CULTURE FARMS 


ee nAene BAY AND AGO BAY MIYEKEN 
OMURA BAY, GASAKIKEN NANAO BAY, ISHIKAWAKEN 
ISHIGAKIIMA. RIUKIU, JAPAN PALAO ISLAND 


Illustrated Booklet on application 


Q Qo 








1930 
— 


~ 


> 


















July 3, 1930 





Unusual Collection of Diamonds 
Shown by Goldmuntz Freres S. A. 


at Belgium Exposition 






NE of the outstanding exhibitions 

being made at the World’s Fair 
first Centenary of Belgium at Antwerp 
is that of etablissements Goldmuntz 
Freres S. A., whose New York office is 
located at 10 W. 47th St. The display 
of diamonds is attracting widespread 
attention not only for its uniqueness 
but for its value as well. This fair 


THE JEWELERS’ 








CIRCULAR 


retary E. R. Allen of the California Gold 
and Silversmiths Association, presided 
after a dinner was served at the Alex- 
andria Hotel. 


There were 47 jewelers present. Sev- 
eral visiting members of other recently 
formed organizations were present as 
guests. Secretary Allen stated that next 
Monday evening, June 30, San Diego 
jewelers would be organized, and that 
next Friday evening the merchants of 
San Bernardino district would form an 
association. ‘ 





opened in April and will continue until 
September. 

The uppermost figure in the Goldmuntz 
display represents the coat of arms of 
the City of Antwerp and is mounted 
with diamonds. The castle pictured in 
the center of the coat of arms is en- 
tirely set with baguette diamonds, while 
the balance is ornamented with round 
cut gems. The two diamonds flanking 
the dates 1830-1930 are green gems and 
weigh 16 carats. The exceptionally large 
stones resting on the plates below are 
all of fine colors, including blue, white, 
canary, green and black. 

One of the interested spectators at the 
Goldmuntz booth recently was the Crown 
Prince of Belgium, who expressed the 
opinion that it was one of the finest col- 
lections of diamonds he had ever seen. 








Los Angeles and Hollywood Jewelers 
Organize 


_Los ANGELES, June 26.—The retail 
Jewelers of Hollywood and Los Angeles 
met last evening to consider ways and 
means for organizing a Hollywood-Los 
Angeles retail jewelers’ association. Sec- 





DISPLAY DIAMONDS BEING MADE AT BELGIUM EXPOSITION BY 
GOLDMUNTZ BROS. 


Clarence Runyon, president of the 
Southeastern Jewelers Association, with 
headquarters at Huntington Park, brief- 
ly pointed out the benefits and advan- 
tages the merchants in his district had 
enjoyed through the association in its 
two years of existence. He was fol- 
lowed by O. G. Tullis, head of the Cres- 
cent Bay District Association, at Santa 
Monica; Arthur Hilbold, Fullerton, presi- 
dent of the Orange County Association; 
Arthur Dibbern, president of the San 
Fernando Valley Association; Lyle L. 
Merithew, president of the Long Beach 
body, and George W. Collis, Pasadena, 
head of the San Gabriel Valley Associa- 
tion. 

J. Herbert Hall, president of the State 
association, was then introduced and 
gave a talk on the benefits accruing from 
the friendly relations which have sprung 
from the banding together of craftsmen 
and made an appeal for united efforts. 

Mr. Allen then brought up the ques- 
tion of the proposed 5 per cent State tax 
on jewelry. He said that when the dis- 
tricts of the State had all been or- 
ganized there would be upward of 1000 
leading retailers banded together. 
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It was decided that a committee of 


- five be appointed to prepare a plan of 


organization of the Los Angeles and 
Hollywood jewelers. The chair selected 
James P. Tait, James G. Donavan, Jr., 
Sidney M. Irmas, W. G. Jacoby and D. 
H. Shulan. 

The speaker of the evening was Robert 
J. Bauer of the Los Angeles Better Busi- 
ness Bureau, who talked on advertising 
as pertaining to jewelers. 

A “talkie” motion picture of the re- 
cent Pageant of Jewels, with sound at- 
tachment, was then shown on an impro- 
vised screen. 








Time Zones 


N the course of an article by Inter- 

national Time Zones published in the 
last issue of the Commercial Standards 
monthly, R. E. Gould, of the National 
Bureau of Standards, says: 

“The United States, although using 
the system since 1884, did not legalize 
it until March 19, 1918, when Congress 
directed the Interstate Commerce Com- 
mission to establish limits for the vari- 
ous time zones in this country. Changes 
in these boundaries have been made from 
time to time, in order that the time 
changes may occur at such points as to 
result in a minimum of inconvenience. 
The division lines are not straight, but 
largely follow the railroads and pass 
through important cities and junction 
points. 

“The United States is divided into 
four standard time zones, each approxi- 
mately 15 deg. of longitude in width. 
All places in each zone use, instead of 
their own local time, the time counted 
from the transit of the ‘mean sun’ across 
the meridian which passes through the 
approximate center of that zone. 


Designation of Zones 


“These time zones are designated as 
eastern, central, mountain, and Pacific, 
and the time in these zones is reckoned 
from the 75th, 90th, 105th, and 120th 
meridians west of Greenwich, respec- 
tively. The time in the various zones is 
slower than Greenwich time by 5, 6, 7, 
and 8 hours, respectively. 

The question of changing from the 
time of one time zone to that of an ad- 
jacent zone arises in practice largely in 
the operation of railroads. Because of 
the inconvenience of changing the time 
by the necessary amount of one hour at 
every point where a railroad crosses one 
of these boundary lines, the more con- 
venient practice has usually been fol- 
lowed of making the change at some ter- 
minal or division point on the road, or 
at some junction point. The result is 
that practically the boundaries of the 
time zones are defined by the lines con- 
necting these points of railroad time 
changes. Because of the location of 
these railroad junctions or terminals the 
resulting lines are rather irregular.” 

A map is now being printed by the 
Bureau of Standards showing these 
boundary lines with extensions into 
Canada and Mexico. This map is ex- 
pected to be ready for publication within 
the near future. 
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Congress Asked to Investigate Watch Smuggling 


Resolution Introduced in House of Representatives by Representative Reid of Illinois, Alleges 
That More Than $1,000,000 Worth of Watch Parts Have Been Imported Illegally 
—Prosecutions by American Watch Importers Association Brought the 


WASHINGTON, D. C., July 1.—An in- 
vestigation by Congress of alleged 
smuggling of more than $1,000,000 
worth of watches from Switzerland, is 
proposed in a resolution (H. Res. 282), 
which Representative Frank R. Reid of 
Aurora, IIl., introduced in the House 
yesterday. 

The resolution, it was reported, was 
prompted by the assertions of the United 
States Attorney at New York, Hon. 
Charles H. Tuttle, that two government 
appraisers had accepted bribes of $8,000 
to aid in the smuggling of watch parts 
whose value ran in seven figures. In 
explanation of his resolution Represen- 
tative Reid made public the following 
statement: 

“The proposed investigation is the 
outgrowth of a campaign recently con- 
ducted by the Department of Justice 
which unearthed a criminal plot to flood 
the American market illegally with 
more than $1,000,000 worth of watches. 

“In his resolution Mr. Reid presents 
a record of court and departmental 
action affecting 33 persons indicted for 
smuggling watches and 14 companies 
apprehended in the act of violating the 
customs laws by false entries. 

“The records of the Treasury Depart- 
ment show that probably all of the 
smuggled and undervalued watch move- 
ments and parts came from Switzerland. 
The 14 companies include widely known 
corporations, the principal one of which 
undervalued about $250,000 worth of 
watches and upon being apprehended 
paid the Government $52,000 in mitiga- 
tion of the penalty prescribed by law. 

“The resolution recites that United 
States District Attorney Charles H. 
Tuttle, of New York city, recently 
revealed that two Government appraisers 


had accepted bribes of $8,000 to smuggle - 


more than $1,000,000 worth of watch 
parts into this country within the past 
year, and stated that by the payment of 
these bribes the smugglers had saved 
$339,000 in duties due the Government, 
which enabled them to sell the merchan- 
dise at prices against which legitimate 
merchants could not compete, in some 
cases, Mr. Tuttle stating, the smugglers 
selling the watches for less than the 
regular duty on them. 
BRIBES ARE ADMITTED 


“The ‘watch smuggling racket’ is one 
of the most extensive and persistent 
with which the customs officials have to 
contend, the resolution relates, and sets 
out that three importers pleaded guilty 
to bribing Government appraisers, and 
three other importers pleaded guilty of 
smuggling in $1,154,000 worth of watch 
parts concealed in boxes declared as 
containing chocolates and _ crockery 
dishes. 





Facts to Light 


“Mr. Tuttle is quoted in the resolution 
as saying, ‘We are pursuing our in- 
quiries to find out whether other Fed- 
eral men are involved. Appraiser of the 
Port Kracke has been notified and 
Special Agent O’Keefe and the grand 
jury also are working on the case. The 
Watch Importers Association has given 
us valuable assistance.’ 

OUTGROWTH OF TARIFF FIGHT 

“The proposed investigation is to fur- 
ther the outgrowth of the controversy 
between the domestic manufacturers and 
the importers over rates of duty to be 
applied to watches and watch parts from 
abroad. 

“The reconstruction of the watch and 
clock provisions of the Fordney-McCum- 
ber Act had been sought by the Ameri- 
can watchmakers to meet unfair trade 
practices alleged to have been resorted 
to by the importers, not only by under- 
valuing their merchandise but failing 
properly to mark the goods, thereby not 
only hurting the legitimate domestic 
business but defrauding the public and 
also the Government.” 


STATEMENT FROM HENRI SCHWOB, PRESI- 
DENT AMERICAN WATCH IMPORTERS 
ASSOCIATION 


In speaking of the _ investigation 
started at Washington, D. C., Henri 
Schwob, head of the American Watch 
Importers Association, made the follow- 
ing statement to a representative of 
THE JEWELERS’ CIRCULAR: 

“T read with a great deal of interest 
the article appearing in the New York 
Times, Tuesday, July 1, reciting a 
resolution introduced by Representative 
Reid, Republican, Illinois. This resolu- 
tion asked for an investigation by the 
House Ways and Means Committee into 
the activities and alleged ring of watch 
smugglers. 

“Congressman Reid in his resolution, 
the New York Times stated, ‘presented 
a lengthy record of court and depart- 
mental action affecting 33 persons in- 
dieted by watch smuggling and 14 per- 
sons charged with violating the Customs 
laws by making false entries.’ 

“This resolution, of course, was a 
surprise to me and the other members of 


the American Watch Importers Assgo¢j. 
ation. 

“We would have preferred if Cop. 
gressman Reid had also made the state. 
ment that the fight against watch 
smuggling and other irregularities jp 
the Customs House was conducted en. 
tirely and results obtained entirely 
through the efforts and the activities of 
the American Watch Importers Asso¢i- 
ation. 

“Any smuggling or other _ illegal 
methods used in the importation of 
watches affect the business of the legit. 
imate importers far more than it dogs 
the domestic interests. 

“The American Watch Importers As. 
sociation has not stopped, nor has it 
any intention of stopping its fight 
against smugglers or any other illegal 
methods of importing watch movements, 
Better results would be obtained and 
the industry benefited to a far greater 
degree if there was a little more real 
cooperation by all honest and well wish- 
ing watch houses.” 








Jamestown, N. Y., Jewelers Will 
Organize 


ROCHESTER, N. Y., June 30.—Steps to 
organize a retail jewelers association 
at Jamestown, N. Y., will be taken July 
9, when a delegation from the Rochester 
Retail Jewelers Association, oldest or- 
ganization in the State and nucleus of 
the New York State Retail Jewelers As 
sociation, arrives to attend a jewelers’ 
frolic in Jamestown and help lay the 
groundwork for an organization. 

Among those going from Rochester 
are E. Lathrop Sunderlin, secretary of 
both the State and Rochester associa 
tions; Russell Scheer, vice-president of 
the Rochester organization; his father, 
E. J. Scheer; Charles Sunderlin, past 
secretary of the State body; Edward 
Schroedel, president, and Charles P. 
Coster, past president of the Rochester 
association. 

Jamestown jewelers, in their invita- 
tion, promised a program of entertail- 
ment besides a serious discussion of Tt 
tail organization affairs. The newly pr 
posed organization is expected to become 
a part of the State body. 








Market Prices for Silver Bars 


The following are the quotations fot 
silver bars in London and New York 4 
reported for the past week: 


Selling Price i 
London U.S. Gov’t New Yor 
Official Assay Bars ome 
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33 

33 

34 

34 

$3 
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Girl Swindler Passes Bogus Checks 
on Birmingham, Ala., Jewelers 


BIRMINGHAM, ALA., June 27.—The po- 
lice and a number of jewelers of this city 
are searching for a girl, attired in red, 
who succeeded in passing five checks for 
$85 each. It is understood that this 
young woman swindled merchants in 
other lines and apparently had no dif- 
feulty in obtaining merchandise amount- 
ing to several hundred dollars in return 
for bogus checks. 

She told the jewelers whom she visited 
that she was from Mississippi and was 
in the city shopping for the day. On 
the way to Birmingham, she contended 
that she lost both her engagement and 
wedding rings and was anxious to re- 
place them before she returned home. 
The engagement ring she stated was 
worth $75 and the wedding ring $10, and 
itis known that she selected rings in five 
different jewelry stores and gave each 
jeweler a check for $85. At one place 
where she called she was laden with 
bundles. She told the jeweler the same 
story. She selected two rings which 
had to be resized. She refused to leave 
her bundles, as the jeweler suggested, 
and left the store promising that she 
would return later in the day. She 
never returned. 

It is believed that the checks were so 
small and the impression the girl left 
was so favorable that none of the local 
merchants bothered to communicate with 
the bank on which the checks were 
drawn. 








Alleged Thief Caught After Pair 
Hold Up New York Jeweler 


A holdup at the jewelry store of 
Louis Fried, 2182 Broadway, New York, 
last Monday afternoon netted the thieves 
loot worth about $2,500, but resulted in 
the arrest of one of the alleged robbers 
after a wild chase through traffic. In 
his attempt to thwart the robbery, Mr. 
Fried was beaten by the thieves who 
used the butt ends of their revolvers, but 
after being given surgical aid was able 
to return to his store. 

Last Friday a stranger walked into 
the Fried store and informed the jeweler 
that his wife would celebrate her birth- 
day on Monday and that he wanted to 
get her a gift. The man selected a dia- 
mond bracelet, diamond wrist watch and 
diamond ring and told the jeweler he 
would return in a few days to pay for 
them. On Monday the supposed cus- 
tomer came back and informed Mr. 
Fried that he was ready to take the mer- 
chandise he had selected. The jeweler 
removed the merchandise from the show 
case and while the “customer” was again 
examining the articles a second man 
walked into the place. Both men drew 
revolvers from their pockets and ordered 
the jeweler to put up his hands. 

Apparently not satisfied with the 
promptness with which Mr. Fried obeyed 
the command, one of the thugs struck 
the jeweler over the head with his gun. 
Mr. Fried, however, was not greatly 
stunned and running from behind the 
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counter endeavored to recover the 
jewelry which. the supposed customer 
had placed into his pocket. In the 
struggle which followed, the jeweler was 
struck over the head several times and 
after releasing his hold on his assailant 
the two bandits ran from the store. 

One of the pair jumped into an auto- 
mobile standing at the curb while the 
other ran south on Broadway. Mr. 
Fried pursued the pair to the sidewalk 
shouting that he had been robbed. A 
chauffeur standing nearby jumped into 
his car and pursued the fleeing automo- 
bile up to 94th St., 18 blocks from the 
scene of the robbery. There the bandit 
was halted by a red light and jumping 
from the automobile ran into an apart- 
ment house nearby. 

Patrolmen Cummings and Reno fol- 
lowed and in a few minutes returned 
with the alleged bandit, who gave his 
name as Walter Bigane, 30 years old, 
of Queens, L. I. The other man escaped. 

According to Mr. Fried the stolen 
jewelry was covered by insurance. 








Former Atlantic City Merchant In- 
dicted on Charges of Using the 
Mails to Defraud 
Meyer R. Eisenbock, formerly of At- 


lantic City, N. J., was taken into custody 
on June 24 on a bench warrant issued 


by the United States District Court at- 


Trenton. Following Eisenbock’s arrest 
it was disclosed that he had been indicted 
by the Federal Grand Jury on May 28 
charged in seven counts with a violation 


of Section 215 of the United States 


Criminal Code (use of the mails in a 
scheme to defraud). 

In March, 1929, Eisenbock opened an 
installment jewelry, clothing and furni- 
ture store at 914 Atlantic Ave., Atlantic 
City, under the style of Meyer’s Cash 
and Credit Store. Shortly thereafter 
he submitted signed financial statements 
to the National Jewelers Board of 
Trade and several of the regular com- 
mercial agencies, showing, it is alleged, 
assets of $9,062.10, liabilities $2,041.25 
and net worth $7,020.85. In the ensuing 
months, it is alleged, he bought heavily. 
In October, 1929, the store was suddenly 
closed, the stock removed and Eisenbock 
dropped out of sight. 

Creditors, who had accepted orders on 
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the basis of the statements above men- 
tioned, applied to the National Jewelers 
Board of Trade for investigation through 
use of its fighting fund. At or about 
the same time creditors in other lines 
applied direct to the National Associa- 
tion of Credit Men, requesting that they 
look into the situation. A detailed in- 
vestigation was made, in the course of 
which Ejisenbock was located, and the 
results thereof laid before the United 
States District Attorney at Trenton. 
Eisenbock’s indictment followed. 
Particular credit is due the Philadel- 
phia representatives of the National As- 
sociation of Credit Men, as well as As- 
sistant United States District Attorney 


Thomas Arrowsmith, who presented the 


evidence to the grand jury. No date 


has yet been set for the trial. 








New York Jeweler Denies He Was 


Receiver of Stolen Gems 


In making a motion to inspect the 
minutes of the grand jury which in- 
dicted him, Alexander Friedman, jewel- 
er, 535 Fifth Ave., New York, denied 
that he was guilty of the charge of 
bringing stolen jewelry into New York 
State on which charge he is now being 
held. Judge Donnellan in the Court of 
General Sessions last week took Fried- 
man’s motion under advisement and 
will render a decision later. 

Friedman, with three other men and 
a woman, was arrested last month when 
detectives, led by Acting Captain Oliver, 
raided a room in the Hotel Commodore 
and seized jewelry said to be worth 
$300,000. Among the jewelry taken, it 
was charged, were several pieces owned 
by a New York society woman who lost 
them when her hotel room in Palm 
Beach, Fla., was robbed last winter. 

The jeweler in his affidavit to the 
court maintains that he was taken to 
the room in which the arrests were made 
by an insurance investigator for the 
express purpose of purchasing jewelry 
with money given to him by the insur- 
ance company’s representatives. This 
money he declared was given to him 10 
minutes before the police raided the 
room and before he entered it was stipu- 
lated that he was not to purchase the 
jewelry for his own use. Friedman also 
claims that he had not been in Florida 
for two years prior to his arrest. 

Robert C. Nelson of Brooklyn, who 
was arrested the day following the raid 
on the hotel room on a similar charge, 
was held for the grand jury June 25, 
by Magistrate Simpson in the Tombs 
Court, following a hearing which lasted 
two weeks. Nelson was released *in 
$10,000 bail, after his lawyer announced 
no defense evidence would be submitted 
before the magistrate. 

The magistrate held Nelson on the 
specific charge of grand larceny in 
connection with the theft of a trunk 
containing 1887 pieces of jewelry from 
a railroad station at Columbus, Ohio, 
last Jan. 31. The jewelry was the 


property of Kohn & Co., jewelry manu- 
facturers, Newark, N. J. 
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Research Work by Manufacturing 


Jewelers 





N. E. M. J. & S. A. Cooperating with Government in Answering 
Questionnaire on Distribution Problems 


PROVIDENCE, R. I., June 28.—Through 
the sponsorship of the New England 
Manufacturing Jewelers’ and Silver- 
smiths’ Association, the jewelry manu- 
facturers of this city and the Attleboros 
were called together this week for the 
purpose of hearing explanations regard- 
ing a questionnaire upon distribution 
problems of this industry which have 
been mailed to the manufacturing jewel- 
ers of the New England section by a 
technical expert of the United States 
Department of Commerce who has been 
employed by the association to make a 
survey of the industrial problems. Two 
supper meetings were held at the High- 
land Country Club on Wednesday eve- 
ning for the manufacturers in the 
Attleboros and the following evening at 
the Turks Head Club, this city, for the 
Providence manufacturers. The ques- 
tionnaires are sent to every bona fide 
manufacturer of jewelry, large or small, 
in the New England territory, whether 
members of the association or not. ‘The 
entire expense of the survey and dis- 
tribution of information is to be borne 
by the association without any assess- 
ment or levy upon anyone. It was also 
emphasized that all information given 
in answer to the questionnaires would 
be strictly and inviolately confidential. 

Stephen H. Garner, president of the 
New England Association, presided at 
both meetings and the same speakers 
made the addresses. These were James 
V. Toner, of Saart Bros. Co., Attleboro, 
chairman of the special committee in 
charge of the survey; former Mayor 
Harold E. Sweet, of R. F. Simmons Co., 
Attleboro, and Woodward Booth, secre- 
tary-manager of the association. At the 
conclusion of the dinner on each evening, 
President Garner outlined the question- 
naires and proposed survey. 

He said that the matter was carefully 
considered by the board of directors of 
the association as a result of which a 
committee, consisting of James V. Toner, 
of Saart Bros. Co., Attleboro; Lawrence 
E. Baer, of Baer & Wilde, Attleboro; 
Frederick A. Ballou, Jr., of B. A. Ballou 
& Co., Inc., Providence; Harvey E. Clap, 
of Harvey Clap & Co., Attleboro; Edgar 
M. Docherty, of Wm. C. Greene Co., 
Providence; Charles Foster, of Theodore 
W. Foster & Bros. Co., Inc., Providence; 
Wallace E. Kenyon, of the Webster Co., 
North Attleboro, and Harold E. Sweet, 
of R. F. Simmons Co., Attleboro, with 
President Stephen H. Garner, of the 
Leach & Garner Co., ex-officio, was ap- 
pointed to negotiate and cooperate with 
the Government for a distribution re- 
search study as that which is now about 
to be inaugurated. 


One great change in the manufactur- 
ing jewelry business in recent years has 
been the decrease in the size of orders, 
Mr. Sweet revealed. He cited his own 
concern, saying that although the volume 
of business last month was the largest 
since January, 1927, as far as could be 
judged, he said, the average invoice was 
but $295 as compared with $456 pre- 
viously. The excessive cost of handling 
a greater number of smaller orders was 
one of the drags on the industry, he 
pointed out. The same problem—too 
many small orders—was also voiced by 
Mr. Toner, chairman of the committee 
which has been arranging for the survey. 

Secretary Booth emphasized the ad- 
vantages to be gained by frank and care- 
ful answers to the questions, and prom- 
ised the assistance of his office in 
clearing up doubts of individual manufac- 
turers as to the meaning of any question. 

At the conclusion of the addresses, 
President Garner announced that suf- 
ficient funds remained in the treasury of 
the association to cover the costs of the 
undertaking without extra assessments 
upon any member. 








Sterling Silversmiths Guild Names 
First Prize Winner in Letter Con- 
test Held at Washington, i). C. 


Madame Ricardo J. Alfaro, wife of 
the Minister from Panama, to the 
United States, has been proclaimed by 
a committee of prominent Washington- 
ians as the first prizé winner in the 
letter contest on sterling silver spon- 
sored by the Sterling Silversmiths Guild 
of America. Madame Alfaro as the 
winner was awarded a $500 chest of 
sterling silver, one of the 100 prizes 
which the Guild offered for competition 
among leading Washington, D. C., 
hostesses. The competing letters were 
based on the subject of “What I Think 
About the Vogue for Sterling.” 

‘The committee of award was composed 
of Mrs. J. Borden Harriman, Miss 
Genevieve Hendricks and the Hon. 
Huston Thompson. 

The contest was a feature of the Ster- 
ling Silversmiths Guild’s intensive Wash- 
ington campaign and is of particular 
interest to the silver industry and jewel- 
ry trade because it furnishes direct 
index of the amount of interest in ster- 
ling silver which may be found among 
people of discrimination and taste in 
such a representative American city as 
Washington. Particularly significant 
was the fact that those who sent in 
letters, and thus exhibited their interest 
in and consciousness of the vogue for 
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sterling silver, were representative of 
the social leaders of Washington, 

In addition to the first prize of 4 
$500 selection of sterling, there was a 
second prize of a $250 selection, three 
prizes of a $150 selection, four of 4 
$100 selection, three of a $50 selection: 
three of a $25 selection, five of a $1) 
selection, and 85 prizes in sterling tea, 
spoons. . 

The Washington campaign embraced 
advertising, store promotions, radio ad. 
dresses, work with women’s clubs, pub. 
licity and all other devices of modem 
merchandising. The participants ¢. 
tered the contest by invitation only, ey. 
tended directly from the Guild o 
through the jewelers, the competition 
opening on April 27 and closing at mid. 
night on June 15. 

During the course of the competition 
Mrs. Stuart Northrop, well known ap. 
thority or sterling, talked over WRC, 
Washington radio station, every Wednes. 
day morning. 








A Style Show De Luxe 
(Continued from page 40) 








and here “expense was no object,” Port. 
land jewelers and some of the exhibitors 
lending their finest gems and _ pieces, 
The young girl who wore a chiffon gown 
in pink and blue with a complementing 
bow of sapphire displayed $40,000 worth 
of sapphires in the form of bracelets, 
The model parading about in a gorgeous 
ermine wrap wore around her neck a 
string of genuine pearls, and on her 
finger a huge diamond in a wonderful 
setting. Aquamarines complemented by 
zircons furnished the jewelry ensemble 
of necklace, ring and bodice clasp for 
a green net gown with gray fur wrap. 

Then the “jewel box,” a great white 
satin casket, carefully carried down the 
stairs by strong men, was set up on the 
stage and when opened, disclosed a 
charming girl in an exquisitely simple 
imported gown of black. Her jewels 
were sparkling diamonds, consisting of 
two rings, one round, the other square, 
each set with an eight-carat stone; a 
necklace and a bracelet. A diamond-set 
platinum clasp held the gown in front, 
diamond buckles graced the slippers and 
a diamond clasp glittered in her hair. 

A gown of silver mesh, trimmed with 
links of gold metal, aroused much ap 
plause from the spectators. It was sent 
here from the East and is valued at 
$100,000. The announcer said “it 
weighs half as much as the girl.” 

Last on the program was the Bridal 
Party, but strange to say, the groom was 
conspicuous by his absence! Howevel; 
the lovely bride in her white lace gown, 
with its train of net, her cap of white 
lace and formal shower bouquet, satisfied 
both masculine and feminine eyes. 
wore several strands of nicely matched 
pearls held together with diamoné- 
encrusted clasps, while the bridesmaids, 
in their various tinted gowns, indul 
in diamond pendants of fine craftsmal- 
ship. 
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Death of R. A. Burton 


RICHMOND, VA., June 27—Rudolph A. 
Burton, president of R. A. Burton & Co., 
Inc, jewelers, 111 East Broad St., who 
died at a local hospital last Wednesday 
following a protracted illness, had been 
identified with the jewelry business here 
for nearly 40 years. Following funeral 
services, held at the home, burial was 
made in Riverview Cemetery. 

At the age of 20 he started with the 
United Manufacturing Pub. Co. of this 
city, as a salesman, selling watches and 
jewelry which the concern handled in ad- 
dition to its regular publishing lines. A 
few years later he opened a jewelry store 
of his own on East Main St. Afterward 
he moved to the present site of the store 
on Broad St., where it has been located 
continuously for more than 20 years. 
Three years ago he incorporated his 
business, becoming president of the firm. 
Itis announced that the business will be 
continued at the same site. 

Mr. Burton was 59 years old. Besides 
a widow he is survived by two sons and 
two daughters. 





Herbert P. Barnett 


Herbert Percival Barnett, southern 
representative for the Traub Mfg. Co., 
Detroit, Mich., died suddenly June 24 in 
Augusta, Ga., after a heart attack in 
the store of William Sweigert & Co., 846 
Broad St., Augusta. He was 40 years 
old at the time of his death. The funeral 
and burial were held with Masonic 
honors last Friday at Augusta, with 
Rabbi Barasch officiating. 

A native of Augusta, Mr. Barnett was 
a veteran of the World War and one of 
the best-known salesmen in the jewelry 
trade throughout the South. He had 
been associated with the Traub Mfg. Co. 
for 10 years, and prior to that was em- 
ployed as a salesman by Cowan-Meyer 
& Co., Boston, Mass. 

Deceased is survived by his widow, 
Sophie Grishaver Barnett, and a son, 
Herbert P. Barnett of New York; a 
brother, Abram Barnett, Denver, Col.; 
and a sister, Mrs. Frank Keenan, widow 


. a well-known actor, Los Angeles, 
al. 





Ernest L. McDowell 


ARKANSAS City, KAN., June 27.—Er- 
nest L. McDowell, well known local 
Jeweler and oldest active business man 
in this city, died several days ago after 
a long illness. The funeral services and 
burial took place today and out of re- 
spect for the memory of Mr. McDowell 
many of the local business houses were 
closed from 10 to 11 o’clock this morning. 

Born in Conneautville, Ohio, where he 
learned the jewelry business, Mr. Mc- 
Dowell came to Arkansas City as a 
young man. He started in the jewelry 
business on May 1, 1884, under the 
style of the Crescent Jewelry Store. For 
the past 25 years the business has been 
situated in the Crescent building, Sum- 
mit St. and Washington Ave., built by 
Mr. McDowell and the late Dr. G. M. 
Covert. 
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Mr. McDowell was active in the organ- 
ization of the Kansas Retail Jewelers 
Association and was connected with sev- 
eral organizations in this city. At one 
time he was the city treasurer, was a 
member of the Arkansas City Retailers 
Association and the Chamber of Com- 
merce. He was also a member and for- 
mer treasurer of the First Methodist 
Church and a charter member and for- 
mer president of the local Rotary club. 

Deceased is survived by his widow, one 
daughter, a brother and one sister. 








BUSINESS RECORDS 


It is reported that Walter R. Jansen, 
Atlanta, Ga., is in bankruptcy. 

E. M. Richardson, Lockport, N. Y., 
has assigned to Marvin M. Marcus. 

Reichblum Bros., Wheeling, W. Va., 
have filed a voluntary petition in bank- 
ruptcy. 

Joseph Noterman & Co., Inc., Cin- 
cinnati, Ohio, have assigned to I. Denton 
Davidson. 

An involuntary petition in bankruptcy 
has been filed against E. Karthaus’ Sons, 
Huntsville, Ala. 

An involuntary petition in bankruptcy 
has been filed against Tucker & Freed- 
man, Inc., Chicago. 

The Knickmeyer’s Jewelry Co., Pa- 
nama City, Fla., is making an offer of 
30 cents on the dollar. 

Involuntary bankruptcy proceedings 
have been filed against the Hurst Jewel- 
ry Co., Amarillo, Tex. 

An involuntary petition in bankruptcy 
has been filed against Henry’s Diamond 
& Watch Co., Sunbury, Pa. 

A voluntary petition in bankruptcy 
has been filed by Deckert & Co., Indian- 
apolis, Ind. Assets are given as $1,294 
and liabilities $5,505. 

A voluntary petition in bankruptcy 
has been filed by Charles Sternberg, 
Detroit, Mich. Total assets are given 
as $12,300 and liabilities $129,167. 

F. J. Burgy, Kansas City, Mo., has 
filed a voluntary petition in bankruptcy. 
The stock and fixtures were sold for 
$100. Liabilities are given as $1,300. 

Edward L. Blackwell, Trenton, N. J., 
has filed a voluntary petition in bank- 





ruptcy. Assets are said to be about 
$4,000 and _ liabilities approximately | 
$6,000. 


A petition has been signed by the 
United States District Court, calling for 
a meeting of the creditors of S. H. De- 
Roy & Co., Pittsburgh, Pa., in the office 
of Watson B. Adair, referee in bank- 
ruptcy, St. Nicholas building, Pittsburgh, 
July 9, at which time the terms of a 
composition offer will be made public. 
It was stated some time ago that the 
liabilities of the concern are more than 
$400,000. 
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Horace M. Peck, secretary. of the 
Manufacturing Jewelers’ Board of 
Trade, has been appointed temporary 
receiver of the E. A. Eddy Machinery 
Co., Ine., of 211 Eddy St., Providence, 
R. I., under a decree entered in the 
Supreme Court by Judge Alexander L. 
Churchill. Mr. Peck stated that it is 
planned to operate the concern as usual 
pending further action of the creditors. 
The petition for the receivership was 
filed by Rosanna R. Arnold of East 
Greenwich who holds 750 shares of stock 
in the corporation. It is hoped by Mr. 
Peck that a reorganization of the affairs 
of the company may be completed before 
the receivership proceedings are com- 
pleted. The concern, it is said, owes 
about $70,000. 








A Work for Stylists 


Jewelers who give thought to style 
fashion and its development, and are 
interested in literature on the subject 
may find some interest in the work, 
“Clothing and Style,” by William H. 
Dooley, which has just been published 
by D. C. Heath & Co. The book is in- 
tended for dressmakers, milliners, buy- 
ers, designers, students of clothing and 
stylists and takes up the subject from 
many angles beside the historical. 

Under the head of dress accessories, 
jewelry is touched upon specifically and 
many pages are devoted to the subject 
of adornment of this kind. The author 
goes into the shapes of jewelry and into 
detail as to the different articles, par- 
ticularly rings, bracelets, earrings and 
the like; he touches on the artistic and 
style value of jewelry as well as the dif- 
ferent types and classes, and altogether 
throws some light on the subject not 
ordinarily obtained in the _ technical 
works used by the trade. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended June 28, 1930. 
The U. S. Assay Office reports: 
Gold bars exchanged for gold 


GO Sacccuusecdtataeueeateas $660,067.15 
Gold bars paid depositors..... 24,021.93 
NN bd dudon awa eannwekes $684,089.08 


Of this, gold bars exchanged for gold 
coins are reported as follows: 


Date Exchange 
NG aa dui ve.wttinenacesaawwten $583,601.36 
Bb essa cceeeaewaneeewaca 76,465.79 
EWGE ‘SiuateGedve ceeauedes $660,067.15 








Notices have been posted at the fac- 
tory of Waltham Watch Co. to the effect 
that vacation period this year will ex- 
tend from June 25 to Aug. 4, a period 
of 5% weeks. In previous years the 
vacation period extended from June 25 
to July 14, a period of 2% weeks. It 
is understood, however, that some de- 
partments will resume operations at the 
end of 2% weeks this year. These de- 
partments, it is believed, comprise about 
one-half of the total working force. 











ATLANTA, GA. 


Visitors in Atlanta during the week 
have included J. Busch, Athens, Ga.; J. 
W. Cagle, Ball Ground, Ga.; Mr. and 
Mrs. Dan Moor, Tifton, Ga.; Lucius Le 
Grand, Sumter, S. C., and C. R. Ham- 
mond, Gainesville, Ga. 

The Kimberly Jewelry Repair Co. is 
adding materially to its space by taking 
in an adjacent office, which will be con- 
verted into a workroom. Since its es- 
tablishment one year ago, the firm has 
developed into one of the largest jewelry 
repair shops in the city, with eight work- 
men handling an average of 150 jobs a 
day. 








BIRMINGHAM 


Joseph Mazicy and Arthur M. Harris, 
of the Warner Jewelry Co., 
N. Y., were calling on the trade in Bir- 
mingham recently. 

C. B. Harris, who was employed as 
a watchmaker at the Gabrial jewelry 
store in Mobile for some time, has 
opened a new retail jewelry store on 
Conception St. in Mobile. 

No date has as yet been fixed for the 
holding of the 1930 annual convention of 
the Alabama Retail Jewelers’ Associa- 
tion, scheduled to take place in Birming- 
ham. This meeting in the past has 
usually been held during the month of 
June. 








ROCHESTER 


Mrs. Margaret Burkard Klee, widow 
of George Klee, one of the founders of 
Klee & Groh, retail jewelers, 143 Main 
St. E., died last Friday after a brief 
illness. At the time of her death, Mrs. 
Klee still held an interest in the store. 
Her son, Eugene Klee, handled the busi- 
ness. Her husband died more than a 
year ago. Besides her son, she is sur- 
vived by another son, Louis Klee; a 
daughter, Mrs. J. Emmet Murphy, a 
brother, two sisters and six grand- 
children. Funeral services were held 
Monday morning. 

Retail checkups after commencement 
last week showed Rochester jewelers had 
handled almost the same volume of busi- 
ness as usual, but had disposed of cheap- 
er stock. Expensive purchases were 
mostly watches. Purchasers generally 
sought less expensive lines and were 
more cautious in their buying. Some of 
the usual trade is believed to have been 
lost to gift shops, stationers and leather 
dealers, but in general the jewelers had 
almost the same patronage as in former 
years. Business in June continued at 
low ebb, but held to the slight gain no- 
ticeable in the middle of May. The re- 
pair business was brisker than usual. 

Members of the Rochester Retail 
Jewelers Association and their wives 
staged their long-talked-of ladies’ night 


Buffalo, | 
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celebration at Manitou Beach Friday 
night. Thirty-five were in attendance. 
A committee made up of Edward 
Schroedel, president; Russell Scheer, 
vice-president, and E. Lathrop Sunder- 
lin, secretary of the association, had 
planned an elaborate program of dining, 
dancing and sports, but a blast of culd 
weather from across Lake Ontario the 
same day compelled them to call off the 
sports. They spent the extra time danc- 
ing. Aside from a brief session, busi- 
ness played no part in the affair, al- 
though the event also marked the 
monthly meeting of the association. At 
least one more social event is planned 
before the summer ends. 








KANSAS CITY 


Mr. and Mrs. C. J. Keil, Clinton, Mo., 
were in the city recently on their way 
to California and other points on the 
West coast for a visit. 


Mrs. J. F. Mulhaupt, of the Mulhaupt 
Jewelry Co., has been chosen as a mem- 
ber of the committee that will direct 
Kansas City’s 10-year civic development 
program. This committee is composed 
of representative citizens, men and 
women, who will work out a program 
of civic improvements for Kansas City 
under the leadership of Conrad H. Mann, 
president of the Chamber of Commerce. 


A representative of the United States 
Department of Commerce will be on the 
program of the convention of the Mis- 
souri Retail Jewelers Association to be 
held in Excelsior Springs, Mo., next 
Monday and Tuesday. He will give 
some interesting information from a 
special jewelry survey that is being 
made by the national association. Three 
of the speakers who are on the program 
attended the recent meeting of wholesale 
jewelers. The general subject for dis- 
cussion is the “Distribution of Jewelry.” 
Members of the Kansas Retail Jewelers 
Association have accepted an invitation 
from the Missouri organization to be its 
guests at the convention and they will 
be entertained with a banquet on Mon- 
day night. Tuesday, the Kansas .mem- 
bers will hold their election of officers 
while the final business of the Missouri 
association is being carried on. 








Retail jewelers of Evansville and 
several of the other towns in southwest- 
ern Indiana report their trade on the 
upward grade at this time. The settling 
of the tariff question by Congress has 
had a stimulating effect upon business 
and most of the retailers of Evansville 
express the opinion that there will be 
a steady improvement in business from 
this time on to late in the fall. Reports 
from the rural communities are to the 
effect that there is a better feeling in 
trade circles and that farmers are get- 
ting ready to grow bumper crops. 
Taken as a whole, the situation is better 
than it has been for several weeks past. 
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Distributors of the Virgin Diamong 
Syndicate Introduce Cooperative 
Merchandising in the Jewelry 
Industry 


Six reputable, established wholesale 
jewelry firms have joined forces to na. 
tionally advertise and distribute a line 
of trademarked diamond rings. The 
firms represented are the Boszhardt. 
Possin Co., Milwaukee; Greenwold-Grift 
Co., Cincinnati; Hall Bros., Pittsburgh; 
H. O. Hurlburt & Sons, Philadelphia, 
C. A. Kiger Co., Kansas City, and M. §, 
Page Co. of Boston. Similar in char. 
acter, progressive in policy, handling 
only high grade merchandise, strongly 
established in their various territories, 
and of unquestionable standing, these 
houses have a common foundation upon 
which to build successfully. 

The idea came originally from the 
Virgin Diamond Syndicate, which was 
looking for national distribution 
throughout the United States. No single 
firm could offer sufficient coverage. It 
was necessary, therefore, to divide the 
whole country into territories, secure a 
strong wholesaler in each and weld them 
all into a single efficient selling organ- 
ization. 

This is the first time that cooperative 
merchandising has ever been introduced 
in the diamond field. Its successful 
organization was largely due to the idea 
and the plan behind the Virgin Diamond 
Syndicate. This syndicate, as its name 
suggests, specializes exclusively upon 
diamonds direct from the mines, believ- 
ing that, because sentiment plays such 
an important part in the sale of a dia- 
mond, the purchaser would welcome the 
knowledge that his or her stone had 
never before been owned or worn and 
was free from any taint of an unsavory 
past or undesirable associations. 

Virgin diamonds were first introduced 
by the C. A. Kiger Co. in the Middle 
West. Dealers appreciated their sales 
possibilities. The name and the idea 
appealed to their customers. Sales re- 
sulted. Regardless of subnormal condi- 
tions, the average Virgin diamond dealer 
turned his stock three and four times 
quicker than ever before. Naturally 
such sales records appealed to the other 
wholesalers when the Virgin Diamond 
Syndicate approached them concerning 
similar distribution privileges in their 
respective territories. 

Trade-marked diamonds offer distine- 
tive advantages to the retail jeweler, 
enabling him to build a diamond business 
free from competition, a business that 
is his and his alone. For the first time 
he can advertise his diamond merchant- 
dise without benefiting competition, for 
only authorized dealers can furnish 
Virgin diamonds. Moreover, diamonds 
that are nationally advertised at stan- 
dard prices are going to build confidence 
and keep sales at home. 








The Mounger Jewelry Co., formerly of 
Whitesboro, Tex., has. moved to 
Lamar St., Sherman, Tex. 
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NEW YORK NOTES 





Morris Rikles, 200 Centre St., has an- 
nounced that his office and factory will 
be closed from July 4 to July 14, inclu- 
sive. 

The Columbian Import Corp of New 
York, wholesale jewelers, will move its 
main office on Oct. 1 from 2321 Broadway 
to 343 Fifth Ave. 

Leonard Polk, formerly Metropolitan 
representative for the Weinstrum Watch 
Co., is now located in his new retail 
jewelry store at 1002 Chapel St., New 
Haven, Conn. 

Announcement has been made that 
Lawrence Bodenheimer, diamond im- 
porter, formerly at 62 W. 47th St., is 
now located in larger and better equipped 
offices at 551 Fifth Ave. 

B. Salter of 212 Broadway and Mrs. 
Salter have announced the marriage of 
their daughter, Sarah C. Salter, to Har- 


old Shapero of New York. The cere- 
mony took place last Sunday. 
A voluntary petition in bankruptcy 


was filed recently by Grayson’s Jewelry 
& Gift Shop, 1716 Kings Highway, 
Brooklyn. The assets are listed as $4,- 
950, while the liabilities amount to 
$14,594. 

The office of Charles W. Sommer & 
Bro., Inc., was closed last Friday and 
Saturday, due to the death of William 
Sommer, the father of the members of 
the firm. Mr. Sommer passed away on 
Wednesday, June 25, in his 85th year. 

The three men who broke into the fac- 
tory and offices of Rogoff & Garfunkel, 
manufacturing jewelers, 32-38 Fulton 
St. were sentenced by Judge Koenig 
Tuesday, June 24, in Part V of the 
Court of General Sessions after they 
had pleaded guilty to charges of unlaw- 
ful entry on June 16. John Clancy and 
Frank Aveseo each received penalties of 
six months in jail, while Tony Sinisgalli, 
a second offender, was committed to the 
House of Correction. 

The many friends of Ben Staufenberg 
will be pleased to learn that he is re- 
gaining his health at the Barfield San- 
atorium, Tucson, Ariz. In a telegram re- 


ceived last week by William Peck, chair- 
man of the field day event held several 
weeks ago by the Maiden Lane Outing 
Staufenberg expressed his 


Club, Mr. 





\ 


THE JEWELERS’ CIRCULAR 


a 
” 
p 
\ 


i 


» FROM TE 





p> 
rh 


~w 


pleasure and thanks for the message of 
good cheer sent by the members of the 
organization and reports that he ex- 
pects to return to the “Lane” within an- 
other year. 

I. Ackerman, wholesale jeweler, left 
last Thursday with his family on a motor 
tour to the Pacific Coast. He is driving 
to Los Angeles, Cal., where he will seek 
suitable headquarters for establishing 





his business there, and having done this 
will give up his New York office at 12 
John St., to permanently locate in the 
West. Mr. Ackerman is visiting points 
of interest along the road enroute to Cal- 
ifornia, and is stopping off at the larger 
cities. The trip was planned to take 
about 20 days. 

The last regular monthly meeting of 
the Jewelers’ 24 Karat Club of the season 
was held at the rooms of the organization, 
15 Maiden Lane, Wednesday afternoon, 
June 25, with President Davidson in the 
chair. Only routine business came up 
and the treasurer’s report was read by 
Secretary Ward. There being no vacan- 
cies in the membership, no new members 
were elected. A meeting of the board of 
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directors preceded the regular meeting. 
The next meeting of the club will be held 
in September. The directors ordered 
that a letter be sent to Vice-President 
Charles Sommer expressing the sym- 
pathy of the members in the death of 
his father. 

At the second annual meeting of the 
78 Club, which also constituted the din- 
ner given to Bernt Balchen, Admiral 
Byrd’s pilot, held at the St. George 
Hotel June 22, and tendered by the 
Norsemen Lodge of Masons, the gold 
emblem of the club, designed by Charles 
H. Gilbert, jeweler of 66 Nassau St., 
was presented to each member. The 78 
Club is open only to men who have been 
with Admiral Byrd North of Lat. 78 
degrees North, or South of Lat. 78 de- 
grees South. Attending the dinner were 
Balchen’s three companions on the flight 
over the South Pole, Admiral Byrd, 
Harold I. June, and Captain Ashley C. 
McKinley. The Grand Master of the 
State Lodge presided at the dinner. 

At the United States Marshal’s sale 
held last Thursday at his offices in the 
United States Court House and Post 
Office building, articles of jewelry for- 
feited to the Government for violation 
of the Customs Laws were sold at auc- 
tion, netting the Federal authorities a 
total of $6,965. The articles purchased 
and the amounts they were sold for were 
respectively: 795 watch movements, 
bought by the Weinstrum Watch Co. 
for $2,900; one black pearl and diamond 
ring, bought by Paul Bergman for $1,- 
600; one $20 gold coin watch as one 
movement, 17 jewels, and one case, 
bought by Joseph Frier for $140; one 
diamond wrist watch as one movement, 
16 jewels, one case and one wristlet, 
bought by George. Harris for $375; one 
stone in ring as one unset diamond, 
bought by Mr. Richman for $350, and 
two unset diamonds, bought by Louis 
Modell for $1,600. 

Among other things, the members of 
the Metropolitan Retail Jewelers Asso- 
ciation, at their meeting last Thursday 
night at the Odd Fellows’ Temple, 106th 
St. and Park Ave., heard President 
Reichgott’s report of the State conven- 
tion at Utica, which he attended on the 
behalf of his organization. Various 
questions vital to the retail trade were 
discussed, such as the proposed attempt 
to have the Sabbath law enforced. Mr. 
Wolf, of the banquet committee, reported 
that Feb. 22 had been offered by the 
Hotel Astor as the date for the organiza- 
tion’s banquet in 1931 and that date 
was accepted. There were several dif- 
ferences of opinion regarding the usual 
summer custom of closing jewelry shops 
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Over One Hundred Years the Jewelers’ Bank 





A Bank’s 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
account hhere and are among our best friends today. 


We Welcome New Business 


Main Office—149 Breadway 
Branches—Battery to the Bronx 


Best Friend 


00000000 





Million Dollars 


Resources Over a Quarter of a Billion Dollars 








Rings You Will Be Proud to Sell 


ALL PROFIT 


NO STOCK TO CARRY 
Carry one initial ring as sample 
Electros Free 
2 DIAMONDS 4/100 each 


Green or White Gold 
Same Price 
os Order on five days’ memo. when 
With oll you have a sale in sight. Orders 
Diamonds filled same day recei 
By ye All emblems and initials en- 
Ne. 6188 crusted on ruby and onyx on 
Without hand at all times tn every finger 


Diamonds size. 

Thi Reg. Trade — wes ee “. By oa spon 
is & oS wm er s free upon 

@uarantces you gcouine diamonds, request. as 





OLD RINGS MADE NEW 


We repair and rebuild any ring, also encrust any 
initial or emblem on any stone, or furnish new 
stones in all sizes and shapes. 


Prices Reasonable. Prompt Service. Try Us. 





6746—$23.50 List 
HEAVY SHANK 


Genuine one piece, three color, double 
head cameo. Belais white gdld | (also 
- Cg S gold) 6746—$23.50 L: 

size larger stone, $2.00 oldhtions! 
ane JEWELRY COMPANY 
“The Mail Order House to the Jewelry Trade” 
501 Washington St. Buffale, N. Y¥ 


| Watch Dial Service 


Yi All leading watch importers—jewelers and 
watchmakers indorse this service. 


FINISHED, 
DIALS RE-rarreo’ 
Ni Dials Guaranteed Against Tarnishing. 


Raised gold figure dials refinished—missing figures sup- 
plied. Clock and Chronometer dials refinished like new. 


Write for Price List 


P. J. BREITIVOGEL 
15 Maiden Lane New York City 











.G-REBUILT WATCHES, 


A complete line of Rebuilt reel WALTHAM ané 
other American standard make watches in new cases 
Hamilton—lIllinois—Howard—El = 21-J. BB 
watches in a cases, at very low p Price list 


upon request 
PLONSKY & GREENBERG 
Tel. Dry Dock 7568 New York City 
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Banking Service for the Jewelry Trade 


WE offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 
all the financial and service resources of a great banking institutéon. 


MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 


81 Fulton Street, New York 


RA AAAAAAAA 


‘ IF YOU HAVE ANY MERCHANDISE { 
. that you want to convert into cash or into good receivables 4 
* CONSULT 4 
» RUDOLPH SCHWEIGER, Broker d 


Tel. Bryant 6116 4 
AAAAAAAAA 


D> 48 Ww. 48th St., New York 
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on Tuesday and Friday evenings, and 
the secretary was ordered by the chair 
to have cards printed for all members to 
hang in their stores for the purpose of 
apprising customers of this custom, to 
be used by those jewelers desiring to 
conform. 

It was announced last Monday that 
Benno Bernheim has severed his con- 
nections with Raymond Abrahams, 522 
Fifth Ave. 

Victor A. Picard of Victor A. Picard 
& Co., Inc., 7 W. 45th St., sailed last 
Monday on the Paris. He will spend 
several weeks in Europe in the interest 
of his company. 

Many of the jewelry concerns on 
Maiden Lane and in the uptown section 
will close their doors on Thursday eve- 
ning and will not reopen until next Mon- 
day morning. 

Edward Vander Linden, importer of 
diamonds, 87 Nassau St., has returned 
from an extensive purchasing trip 
through London, Amsterdam and Ant- 
werp in the interest of his firm. 

D. Davidson, 1 W. 47th St., sailed for 
Europe yesterday (Wednesday), ac- 
companied by Mrs. Davidson and their 
daughter. While abroad Mr. Davidson 
will visit the diamond markets. 

I. J. Rosenthal is now connected with 
the firm of A. Roseman, importer of dia- 
monds, 10 W. 47th St., in the capacity 
of traveling salesman, and expects to 
leave for the road shortly to call on 
the trade. 

H. Einsohn, a watchmaker and jewel- 
ry, will open a jewelry store at 367 New 
York Ave., Huntington, L. I. Mr. Ein- 
sohn was formerly in business in West 
Virginia where he operated a jewelry 
store for 11 years. 

Paul Edelman, 2206 Third Ave., for- 
mer vice-president of the Metropolitan 
Retail Jewelers Association, announced 
last week the engagement of his daugh- 
ter, Mabel Constance, to Harry Rolnick 
of Jersey City, N. J. 

Baskin Bros., jewelers, have leased a 
store at 206 Jericho Turnpike, Mineola, 
L. I. Alterations are now in progress 
and the jewelers will soon take occu- 
pancy with Sam Baskin as manager of 
the new establishment. 

B. I. Packer (The Bernard Co.), 132 
Nassau St., formerly a wholesale jeweler, 
has taken the June State bar examina- 
tion, having been graduated from St. 
John’s College School of Law on June 
12. He is now engaged in the collection 
business. 

During the month of July the Time- 
ology Hikers will continue to meet Sat- 
urday afternoons at Tibbetts Brook Park 
and at 8.30 p. m., Saturdays, for the 
Timeology campfire at the pavilion north 
of Dyckman St. Ferry on the New Jer- 
sey side. 

Herbert’s, located on the corner of 
125th St. and Seventh Ave., this city, 
have just leased for a period of 21 years 
the store adjoining the entrance of the 
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new Paradise Theatre, Grand Concourse 
and Fordham Road. This is located in 
the heart of the new Fordham section 
of the Bronx. 

Julius Kaufman of Goodfriend Bros., 
Inc., 542 Fifth Ave., has returned from 
abroad after having visited the Euro- 
pean pearl markets. It was also an- 
nounced that the concern’s office will be 
closed from July 4 to 6, inclusive, and 
from that time on will be closed on Sat- 
urdays until Labor Day. 

I. Thaller, formerly of 146 E. Houston 
St., is now located at 87 Second Ave., 
where he has one of the finest equipped 
jewelry stores on the East Side. The 
new store is decorated in the modernistic 
style and has been attractively arranged 
for the proper display of diamonds, 
watches, jewelry and gifts. 

Mr. and Mrs. Stephen Varni were 
pleasantly surprised last Saturday eve- 





ning by 20 of their friends who tendered 
them a dinner in celebration of the 
Varni’s silver wedding anniversary. 
The affair was held in the roof garden 
of the Elks Clubhouse, Brooklyn. Mr. 
Varni is head of the Stephen Varni Co., 
cutters and importers of gems and neck- 
laces, 15 Maiden Lane. 

Seaman Miller, Referee in Bank- 
ruptcy, 20 Vesey St., has called a meet- 
ing of the creditors of Cross & Beguelin 
to be held at his office on July 10 at 2 
p. m. The firm was adjudicated bank- 
rupt April 30 last. Creditors may at- 
tend this meeting to prove their claims, 
appoint a trustee, examine the bankrupt 
and transact such other business as may 
come before the meeting. The notice 
calls attention to the fact that claims 
shall not be proved against the bankrupt 
estate subsequent to six months after 
the date of adjudication. 








The five-day week and eight-hour day 
will be continued at the Elgin National 
Watch Co. factory, Elgin, Ill., for an 
indefinite period and there will be no 
general reduction of employes and the 
present staff will be maintained, if pos- 
sible, DeForest Hulburd, president of the 
company, announced last week following 
the meeting of directors in Chicago. In 
making his statement of the production 
and employe policy, Mr. Hulburd took 
cognizance of the business conditions. 
“There is, however, a silver lining in the 
cloud,” he said. “I refer to the passage 
of the tariff measure which is satis- 
factory to us and will, in fact, mean quite 
a bit to the factory. We believe there 
will be an improvement in business con- 
ditions generally this fall. The outlook, 


in fact, is very optimistic.” The directors 
declared the regular dividend at the rate 
of 62.5 cents a share a quarter, the next 
payment being due Aug. 1, amounting 
to $250,000. A similar dividend was paid 
in February. 





NEWARK 





Lothair Rich, Inc., have filed incor- 
poration papers to deal in jewelry in 
Atlantic City. The business was capital- 
ized with $100,000. Lothair Rich, 
Claire Roche and Helen Wagner, all of 
Atlantic City, were named as _ incor- 
porators. 

The Pontiac Co. was recently incor- 
porated to manufacture jewelry in 
Newark. The capital was given as 
2500 shares of stock at no par value. 
Hyman Libowitz and Anna Mahr of 
Newark and William Hoehn of Middle 
Village, L. I., were named as the incor- 
porators. 

A jewelry store and watch and clock 
repair shop in Clinton, N. J., conducted 
by Walter S. Leigh, was robbed of $100 
worth of jewelry and diamonds one night 
recently. Entrance was gained by tak- 
ing the glass from a rear window and 
unlocking a rear door. The State 
police were notified and a fingerprint ex- 
pert investigated. 








CANADA NOTES 





The Bleury Jewelry Shop is registered 
by John Rueger at Montreal. 


W. Clayton, jeweler of Saskatoon, 
Sask., has moved his place of business 
to 243-23rd St. E. 


Arthur W. Smith & Sons, Ltd., Guelph, 
Ont., has been incorporated, to carry on 
the business as jeweler, with a capital 
stock of $40,000. Arthur W. Smith, 
Arthur F. Smith and Royal O. Smith 
are provisional directors. 


John Sutcliffe Smith, jeweler of St. 
Catharines, Ont., will present to the On- 
tario Museum at Toronto, a collection of 
watches which he has been engaged in 
gathering for several years. The 
watches numbering about 300 are all 
unique in some way, and many of them 
of antique design. The collection has 
been picked up by Mr. Smith in the 
course of his extensive travel in all 
parts of the world. One of them was 
made by Mr. Smith himself from a 
Canadian 50-cent piece, and is a very 
good timepiece. 


A company under the name of the 
Manitoba Gem Syndicate will engage in 
the production of semiprecious stones. 
The Lac du Bonnet area of southeastern 
Manitoba, where mining has been car- 
ried on for some time yields a variety 
of minerals, some of which are used in 
the gem industry. ‘The syndicate holds 
a group of four claims on the shores of 
the Winnipeg River, some 12 niles east 
of Point du Blois, and already numerous 
articles of jewelry have been produced 
from the rose quartz, aquamarine, beryl, 
and sapphire, from the Manitoba ores. 
Operations will be under the supervision 
of Fred B. Evans who has long been 
associated with Manitoba mineral ex- 
ploration. 


PROVIDENCE 


Angelo DiMario, formerly of the 
United Mfg. Co., is now conducting a 
jewelers’ toolmaking business at 12/ 
Chestnut St., in his own name. 

Arthur T. Deutz, 6 W. 52nd St., New 
York city, has filed information at the 
city clerk’s office here that he is the 
owner of the Alpha Mfg. Co., 36 Garnet 
St., this city. 

The Chapman Jewelry Co., 144 Pine 
St., is owned and conducted by the Foster 
Jewelry Co., Harry C. Foster, treasurer, 
158 Pine St., according to information 
filed at the city clerk’s office. 

Gov. Norman S. Case has proclaimed 
July 5 a legal holiday in addition to 
Independence Day, and a majority of the 
manufacturing jewelry concerns are 
taking advantage to close from July 3 
to July 7. 

R. W. Hobson, of the Gorham Mfg. 
Co., was reelected president of the In- 
dustrial Relations Association of Rhode 
Island at the annual meeting held the 
past week. C. M. Morrin of the Brown 
& Sharpe Mfg. Co. was elected a mem- 
ber of the executive committee. 

Notice has been filed at the Secretary 
of State’s office that the name of the 
Wolcott Mfg. Co., has been changed to 
71 Peck St., Inc., while at the office of 
the City Clerk of Providence notice has 
been filed by G. Klein & Son, Inc., 116 
Elm St., registering the use of the name 
of Wolcott Mfg. Co. 

Robert Rodin and Herbert I. Rodin, 
doing a retail jewelry and novelty busi- 
ness as Rodin & Rodin, at 145 Washing- 
ton St., have dissolved partnership, the 
former withdrawing to engage in a 
wholesale business of buying and selling 
jewelry and other merchandise. The 
retail business will be continued by Her- 
bert I. Rodin. 

Leonardo Martino, Angelo A. DiMario 
and Angelo DiMario, vice-president, sec- 
retary and treasurer of the United Mfg. 
Co., 11 Bassett St., have disposed of 
their interests in that concern and have 
withdrawn. The business has been re- 
organized with Arthur Albanese, for- 
merly of the Paragon Jewelry Co., as 
vice-president and treasurer. 

During the months of July and Au- 
gust a majority of the stone dealers 
will close their offices in this city all day 
every Saturday. These will include: 
John F. Allen & Son, W. H. Cranston 
Co., Inc., Charles A. Dunn Co., L. Heller 
& Son, Inc., Hoffer-Ashley, Inc., Nathan 
Kaufman Co., Leonard-Levin Co., N. 
Levy & Co., Albert Lorsch & Co., Inc., 
Adolph Meller Co., and the Oval Mfg. 
Co. 

Among the jewelry buyers reported in 
this city and vicinity the past week were 
the following: Mr. Lipscheitz, King & 
Eisele Co., Buffalo; Mr. Kingsbacher and 
Mr. Bamberger, Kingsbacher Bros., 
Pittsburgh, Pa.; Mr. Levy and Mr. 
Wertheimer, Wertheimer & Levy, New 
York; Mr. Black, W. Reichert & Co., 
New York; Mr. Levy, Jesse Levy & Co., 


THE JEWELERS’ CIRCULAR 


Philadelphia, and W. N. Stock, Toronto, 
Ont. 

Archibald Silverman, of Silverman 
Bros., and a past president of the New 
England Manufacturing Jewelers’ and 
Silversmiths’ Association, accompanied 
by Mrs. Silverman, left the past week 
for an extended tour of Europe. A 
testimonial dinner was tendered to them 
at Zinn’s banquet hall by the Providence 
Zionist organization and the Providence 
Hadassah board on the eve of their de- 
parture. They are accompanied by their 
son and daughter and their itinerary 
will take them through Scandinavia, 
Iceland, Great Britain, France, Ger- 
many, Switzerland and a portion of 
Russia. 








ATTLEBOROS 


Word was received by the L. G. Bal- 
four Co., early the past week of the 
death of Charles F. Schneider, manager 
of the company’s office at Columbus, 
Ohio. Mr. Schneider was a native of 
Attleboro but had been traveling in the 
Middle West territory for a number of 
years. 

Mr. and Mrs. John Doran, West St., 
North Attleboro, celebrated their golden 
wedding last week assisted by a large 
circle of relatives and friends. ‘They 
were the recipients of numerous gifts 
of gold, including tokens from Donald 
LeStage and Harry E. Hull, members 
of the LeStage Mfg. Co., with which 
Mr. Doran has been associated for many 
years, and a purse from his fellow 
workers. 

With the. vacation period at hand 
many manufacturing jewelry and allied 
concerns in the Attleboros the past week 
announced the dates of the closing of 
their factories, although some have not 
yet decided their schedules and others 
have announced that they will not close. 
The following factories will close from 
June 27 until July 7: Marathon Co., the 
Watson building and the General Plate 
Co.; from June 27 to July 14: Tower 
Mfg. Co.; from July 3 to July 14: all 
firms in the Tappan buildings, Electric 
Chain building, all firms in the Robinson 
building and the Mossberg Pressed Steel 
Co., from July 18 to July 28: all firms 
in the Bigney building; from July 19 
to July 28: Saart Bros. Co., James E. 
Blake Co.; from July.19 to Aug. 4: 
Smith & Crosby Co.; from July 26 to 
Aug. 4: Baer & Wilde Co., Leach & 
Garner Co. building and the R. F. Sim- 
mons building; from July 26 to Aug. 11: 
Bliss Bros., Co.; from Aug. 8 to Aug. 
18: American Reenforced Paper Co. and 
from Aug. 8 to Aug. 28: L. G. Bal- 
four Co. 
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~ PHILADELPHIA 


An unusual trophy was presented to 
Rear Admiral Richard E. Byrd, at the 
luncheon in his honor here last Tuesday 
afternoon by the Poor Richard Club of 
Advertising Men. The gift was supplied 
to the club by J. J. Cohen, jeweler and 


‘diamond expert of the Fidelity-Phila. 


delphia Trust building, whose selection 
was unanimously indorsed by the club. 
It has a crackled onyx marble base simu- 
lating the Polar ice. Standing on the 
base are two Polar bears in sterling 
silver, with their front paws joined. The 
silver plate at the base of the statuette 
reads: “Presented to Rear Admira] 
Richard Evelyn Byrd, U. S. N., by the 
Poor Richard Club of Advertising Men 
at a testimonial luncheon given him in 
recognition of his Polar flights and scien- 
tific achievements, July 1, 1930.” 


Four boys, the oldest 18 years, were 
arrested last week and are awaiting trial 
on July 12. Their leader was arrested 
after two large department stores here 
had reported the thefts of more than 300 
watches, and following a grilling, it is 
said boasted to detectives of how he had 
obtained the watches, pawned the ma- 
jority of them, mostly in New York and 
had spent the proceeds in night clubs 
and on girls in that city. At first the 
thefts, which were reported in THE 
JEWELERS’ CIRCULAR, were blamed on a 
sneak thief, but with the arrest of the 
four youths the real story came out. A 
guard on the Parkway halted the youths, 
who were driving in a rented automobile 
at 3 o’clock one morning recently because 
they were making too much noise. When 
they became “saucy,” he placed them 
under arrest and searched the car and 
claims he found 19 watches and a loaded 
automatic. The guard turned the lads 
over to two detectives. The leader of 
the gang, it is said, claimed he had no 
difficulty in securing 103 watches from 
one store by posing as the office boy of 
a prominent business man. 


J. Frank Newman, executive secretary 
of the National Association of Credit 
Jewelers, is busy making arrangements 
for the Chicago convention and exhibi- 
tion in 1931. Although the exhibition 
does not open until March 16, almost 
one-third of the space already has been 
reserved by leading manufacturers and 
inquiries are coming in so steadily that 
Mr. Newman estimates that all space 
will be sold long before the Fall season 
opens. Ten new members have been ad- 
mitted to the association during June. 
M. Simon of this city, president of the 
association, is anxious to have Pennsyl- 
vania well represented at Chicago and 
with Secretary Newman, will make 4 
tour of the State this month and meet 
leading credit jewelers in each city and 
the larger towns. Word has been re 
ceived at the executive offices here that 
11 of the credit jewelers of Louisville, 
Ky., under the leadership of Mr. Kuhn 
of the Lincoln Watch & Jewelry C6. 
have organized a branch of the associa 
tion. 
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CHICAGO NOTES 


Jack Garon, of the Julgar Watch Co., 
Minneapolis, motored to Chicago last 
week to combine business with pleasure. 

James J. Burke of the James J. Burke 
Co., St. Louis, Mo., spent some time in 
Chicago last week visiting with his 
mother and members in the trade. 

“Bill” Lowe of the Bliss Bros. Co. 
just completed a business trip through 
the West to the Pacific Coast, and is 
now at his offices at the Columbus 
Memorial Vaults. 

George W. Beringer, recently moved 
his retail jewelry store from 2702 E. 
88rd St., South Chicago, to 1627 E. 79th 
St. The store is now known as the 
Harbor Jewel Shop. 

H. G. Burt and Otto E. Strohm are 
now connected with the material depart- 
ment of Benj. Allen & Co. Both these 
men formerly were with the C. & E. 
Marshall Co. 

H. A. Norton, secretary of the R. 
Wallace & Sons Mfg. Co., spent several 
days of the past week in Chicago visit- 
ing at their local offices and attending 
the Rotary International convention. 

Math Petersen, of Blomstrom & Peter- 
sen, Escanaba, Mich., was a visitor in 
Chicago last week, looking over the mar- 
kets and attending the Rotary Interna- 
tional convention. 

The Parker Jewelry Co., 19 S. Wells 
8t.. has incorporated under Illinois laws 
for $10,000. Roy Bazelon, Robert 
Becker and Harry E. Kopald are the in- 
terested members of the corporation. 

Fred L. Williams, of Ewing Bros., 
Atlanta, Ga., was in Chicago last week 
for a few days enroute home after spend- 
ing a few days at Springfield, Ill., com- 
bining business with pleasure. 

“Billy” Brill, of the Elgin National 
Watch Co., and Mrs. Brill left Chicago 
recently for a business trip to the Pa- 
tific Coast and Alaska. Mr. Brill will 
be away for many weeks. 

Jess King, Pacific Coast represen- 
tative of the Hafis Watch Co., and the 
Star Watch Case Co., with offices at San 
Francisco, passed through Chicago last 
week en route to the East where he will 
visit the factories. 

Alvin Long, representative for the 
Stein & Ellbogen Co., left last week to 
motor to New York and the East, where 
he will spend a month visiting the vari- 
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ous golf courses and enjoying a good 
rest. 

Ben Boosel, manufacturers’ represen- 
tative with offices at 35 E. Wacker Drive, 
left last week accompanied by friends 
to motor to New York and the East. 
While East Mr. Boosel will visit the 
factories he represents throughout this 
territory. 





Dave Nelson, 7806 S. Halsted St., left 
last week to motor with his wife and 
family to Denver, Colo., where he will 
attend the convention of the National 
Lion’s Club. Mr. Nelson is one of the 
prominent members of the Illinois Retail 
Jewelers’ Association. 

Ford J. LaBarr has opened a retail 
jewelry and optical store at 6612 Sheri- 
dan Road. The business is being oper- 
ated under the name of the Sheridan 
Jewelers’. Mr. LaBarr is well known to 
the trade, as he has been associated with 
retail stores throughout [Illinois for 
many years. 

A large sterling silver ship that has 
graced the display window of Edward 
Kirchberg, recently was sold to the 
Washington Park Jockey Club. Pres- 
entation of this ship is to be made to 
J. A. Best, owner of Reveille Boy, win- 
ner of the American Derby. The ship is 
a very handsome and unique piece of art. 

Walter F. Martin, has been added to 
the sales force of the R. Wallace & Sons 
Mfg. Co. Mr. Martin will call on the 
trade through Indiana and Michigan. 
For many years Mr. Martin was asso- 
ciated with a prominent eastern concern 
representing them throughout the ter- 
ritory. 

The Anderson Jewelry Co., 108 N. 
State St., has incorporated under the 
laws of Illinois for $50,000. The inter- 
ested members of the corporation are 
W. R. Anderson, Elizabeth P. Anderson 
and Charles E. Spencer. This concern 
has been in business at the above ad- 
dress for many years operating as retail 
jewelers. 
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The National Institute of Educational 
Jewelers’ held a meeting last Friday be- 
fore the Federal Trade Practice Con- 


ference. The meeting was presided over 
by George McCorkle, acting director of 
the Federal Trade Practice Conference. 
About 35 members were in attendance. 
A set of rules was passed on and re- 
ferred to the authorities who will give 
their decisions very shortly. 

Oscar Kind, Jr., of S. Kind & Co., 
prominent retail jewelers of Philadel- 
phia, spent several days of the past week 
in Chicago visiting friends and the vari- 
ous wholesale and retail stores of Chi- 
cago. Mr. Kind recently graduated from 
the University of Pennsylvania and 
upon his return to Philadelphia will take 
an active part in the business of S. 
Kind & Co. 

The R. Wallace & Sons Mfg. Co., held 
its semi-annual sales conference early 
this week at the Stevens Hotel. Twenty 
representatives traveling out of the Chi- 
cago office were on hand. Kenneth Mills, 
general salesmanager, Charles H. Greg- 
ory, sales promotion manager and W. 
H. Motterman, production manager of 
the Wallingford company presided over 
the meetings. 

S. Buchsbaum & Co., were hosts at a 
luncheon meeting on Monday of this 
week in Suite 420, Capitol building, of- 
fices adjoining their spacious quarters. 
Luncheon was served to members of 
catalog houses and some retail jewelry 
friends in honor of the completion of the 
yearly catalog. About 60 were in at- 
tendance. During the luncheon guests 
were entertained by KYW radio artists. 

The employes of the Stein & Ellbogen 
Co. held their annual picnic last Satur- 
day afternoon at Edgebrook, Ill. A bus 
was chartered to leave the Pittsfield 
building at 1.15 p. m., and after a 
pleasant drive to the northside a de- 
licious luncheon was served under the 
shade of the forest preserve trees. Base- 
ball and other outdoors games were 
played and the party was voted a huge 
success. 

Arthur L. Fuller, Chicago manager for 
the Towle Mfg. Co., accompanied by 
Chas. A. Bartling, O. F. Samuelson, 
F. J. Spellman, Harry F. Hillman, John 
A. Irons and Chas. M. Simpson, returned 
on Monday from Newburyport, where 
they spent several days of the past week 
attending their semi-annual sales con- 
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ference. Mr. Irons has left for his home 
in Minneapolis and Mr. Simpson for his 
headquarters at Nashville. 

John S. Mellenger, secretary and man- 
ager of the J. J. Sweeney Jewelry Co., 
Houston, Tex., and Mrs. Mellenger spent 
several days of the past week in Chicago 
looking over the markets and visiting 
places of interest. 

Fred Kline, salesmanager for the Juer- 
gens & Andersen Co., left last Wednes- 
day night on a business trip through the 
North West and the Pacific Coast. Mr. 
Kline will call on his accounts and be 
away for about two months. 

O. H. Kitson, C. H. Kalter, A. M. 
Breckenridge and A. B. Croessmann, 
representatives for Benj. Allen & Co., 
completed their spring trip and are now 
at the home offices replenishing their 
stocks. 

Art Pisahl, who has traveled through 
the Middle West territory in the interest 
of the Keystone Watch Case Co., for 
the past 10 years has severed his con- 
nection with the company. This took 
effect on July 1. Mr. Pisahl has made 
no plans for the future as yet. 

N. Stein announces that he has pur- 
chased the business of the Superior 
Watch Co., located in Suite 1118, Mallers 
building, from J. Golub. Mr. Stein, for- 
merly operated the Universal Watch Co., 
which business he sold several months 
ago. 

William I. Robinson has joined the 
salesforce of the Stein & Ellbogen Co., 
and will represent that concern through 
the Pacific Coast territory. Mr. Robin- 
son has been associated in the jewelry 
field for many years, formerly traveling 
for the California Jewelry Co., San 
Francisco. 

A. J. Kirchberg, who has been as- 
sociated with his father, Edward Kirch- 
berg in the retail business for the past 
few years, has entered into the broker- 
age field. This change took effect on 
July 1. For the past week Mr. Kirch- 
berg spent his time at Crystal Lake, 
resting and preparing for his new ven- 
ture. 

An involuntary petition in bankruptcy 
was filed last week against Tucker & 
Freedman, Inc., 5 S. Wabash Ave. A 
meeting of.creditors will be held in New 
York this week for the purpose of con- 
sidering a proposed settlement offer. 
Negotiations previously pending in court 
with settlement have been withdrawn. 
Liabilities are estimated at approximate- 
ly $65,000, with assets about $20,000. 

The marriage of Miss Florence Paisley 
Ball to Dr. Stuyvesant Butler took place 
last Saturday afternoon, June 28, at 
4.30 o’clock at Christ Church in Win- 
netka. A large reception followed at 
the home of the bride’s parents on Hill 
Road. Mrs. Butler is the daughter of 
Mr. and Mrs. Sidney Y. Ball of the Nor- 
ris, Alister-Ball-Bridges Co., and Dr. 
Butler is the son of Mrs. Hermon Beards- 
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ley Butler. The young couple left on a 
honeymoon trip to the West. 

Mr. and Mrs. Axel Casperson, Elgin, 
Ill., announce the marriage of their 
daughter, Helen, to H. P. Ryan, Terre 
Haute, Ind. ‘the event took place on 
Wednesday, June 25, at 4.30 p. m., at 
the Eastgate Hotel, Chicago. The couple 
left for New York and will sail from 
that port on July 6, on the Aquitania 
for a honeymoon trip to England and 
Continental Europe. Mr. Casperson is 
in the jewelry business for himself on 
the 15th floor of the Heyworth building. 

Harry Olsen and Guy Piermattei, 
operating as Olsen & Piermattei, for 
the past two years, wholesalers of jewel- 
ers’ supplies, recently dissolved their 
partnership. This concern was located 
on the 12th floor of the Heyworth build- 
ing. Mr. Olsen has been associated in 
the jewelry industry for a great many 
years, but has given this up to devote 
his entire time to a cigar store he is now 
operating in Forest Park. Mr. Pier- 
mattei has become associated with W. 
D. McGrath & Son. 

The Herff-Jones Co., Indianapolis, 
Ind., has purchased the accounts receiv- 
able and the Wacker Drive store of 
Dodge & Ascher. Ray E. Dodge, presi- 
dent of the Dodge & Ascher concern, 
purchased all metal and trophy dies, 
metal and trophy inventory and jewelry 
samples; also machinery belonging to 
the corporation and will resume business 
at Los Angeles, Cal., under the style of 
Dodge, Inc. Vernon W. Ascher, treas- 
urer of the Dodge & Ascher concern has 
affiliated himself with the Herff-Jones 
Co. 

W. D. McGrath & Son, 29 E. Madison 
St., have incorporated under the laws of 
Illinois and have changed their name to 
McGrath & Piermattei. They will con- 
tinue their business of materials, jewel- 
ers’ supplies and cutters of fancy watch 
glass crystals, at their present location. 
The interested members of this concern 
are W. D. McGrath, his son, William, 
and Guy Piermattei. Mr. Piermattei, 
formerly was a member of Olsen & Pier- 
mattei, which business was dissolved. 
The change in this firm took place on 
July 1. Mr. Piermattei will continue to 
call on his accounts through Michigan, 
Illinois and Indiana. 

The Merchandise Mart Chamber of 
Commerce, including in its roster manu- 
facturers and wholesalers from all parts 
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of the country who are tenants of the 
Merchandise Mart, has just been or- 
ganized, according to an announcement 
made last Friday. W. C. Owens, of 
Owens’, Inc., becomes its first president 
with Sol H. Shoninger and C. J. Singer 
as first and second vice-presidents, re- 
spectively, and Will H. Howell as secre. 
tary, all of whom are Chicagoans. Its 
membership includes about 500, accord. 
ing to Secretary Howell, who states that 
the prime purpose of the new group will 
be to vromote Chicago as the great cen- 
tral wholesale market center of the con- 
tinent and ind‘rectly thereby benefit the 
manufacturing and wholesale trade in 
the big new mart. The first major 
activity of the new Chamber of Com- 
merce will be directed toward promoting 
the annual summer market and dedi- 
cation of the Merchandise Mart during 
the semi-annual convention of the Inter- 
state Merchants Council early in August. 








MILWAUKEE 


The jewelry establishment of John H. 
Jakubowski, vo Lincoln Ave., has been 
entirely remodeled and redecorated and 
was formally reopened last Saturday. 

Herbert Logemann, who conducts a 
jewelry establishment in the lobby of the 
Hotel Schroeder, this city, is opening an- 
other store in the Franklin State Bank 
building at 11th St. and Wisconsin Ave. 

A. J. Schreiber, jeweler, 1608 Center 
St., Milwaukee, has opened another 
jewelry establishment at 375 E. North 
Ave., Wauwatosa, Wis. E. A. Schreiber, 
son of Mr. Schreiber, will manage the 
new store. 

Among retail jewelers in the State 
who called at lc al who. ale houses dur- 
ing the past we... er ‘ian Liliuvich, 





Racine; ™ Schm .-c, Schneider 

Bros., 7 ohn L Sieger, Racine, 

and W. .. ” ‘ug? ‘s.acine. 
Claude W. iiny, who. recently dis- 


continued his_ welry and optometric es- 
tablishment at West Allis, Wis., was 
married on June 24 to Miss Cornelia 
Gebhard. Mrs Olney was formerly an 
instructor in th: West Allis High School. 

Roy Link, w’ : was associated with the 
former Ratci Jewelry Co., Madison, 
for 13 years ha become associated with 
Harry T. Blum s manager of the watch 
repair departncnt of that store. The 
Blum jewelry store is located at 308 
State St. 


There was a large attendance at the 
Rotary Club r>eting last Thursday at 
the Hotel Stat'er, Cleveland, Ohio, to 
hear P. J. Coffey, manager of the Na- 
tional Jewelers Publicity Association, 
speak on the «bject of diamonds. The 
fact that Mr. Coffey did not urge his 
hearers to buy ciamonds but. gave inter- 
esting informa’ion regardiny the pro- 
duction of th 2 gems created a very 
favorable impression. Mr. Coffey also 
addressed the aembers of the 24 Karat 
Club at thé E el Winton the following 
evening. 
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DETROIT 
c. I. Fuller, retail jeweler, Ionia, 


Mich., was a caller on the wholesale 
trade in Detroit last week. 

Robert Loehr, secretary of the Scrib- 
ner & Loehr Co., Cleveland, has returned 
home, after a week passed at the Detroit 
pranch of his company. 

Reid Berkey, of the Charles A. Berkey 
Co., has arrived home after a trip of 
several months through the West nd 
South West. He expects to ferhaYn ‘at 
the Detroit office until eatiy’in the fall. 

The Mae Dorsey Hicks Jewelry Shop 
is the name of a new retail jewelry estab- 
lishment at Battle Creek. The owners 
are Mae Dorsey Hicks, Lillian C. Bailey 
and Altine McKee, all of Battle Creek, 
Mich. 

Louis Meyers, Jr., retail jeweler, re- 
ceived word this week of the serious ill- 
ness of his father, Louis Meyers, Sr., 
in Los Angeles, Cal.* Mr. Meyers, in a 
short time, was aboard an airplane bound 
for the bedside of his father. 


SAN FRANGiSGO 


Edward J. Gorman and Earl D. 
Sturges of the Edson Adams Co. are at 
present on a visit to the Eastern fac- 
tories that the company represents on 
the Pacific Coast. 

Among the exhibitor: listed for the 
Pacific Coast Gift and Art Show, to be 
held at the Palace Hote], San Francisco, 
July 7 to 12 are: International Silver 
Co., Meriden, Cor 2.; Peerless Silver Co., 
New York city; New Haven Clock Co., 
New Haven, Conn.;, Morgan & Allen, 
Jewelers’ building, San Francisco; Sun- 
derland & Miller, , \nc.,~San Francisco 
and Los Angeles; Sheets Rockford Silver 
Co., Rockford, Ill., ane over 200 other 
nationally known !'nes and their repre- 
sentatives. , * 

Edwin H. Kocher is p _»aring to open 
a new jewelry store in ‘an Jose, Cal., 
169 S. First St., at some time during 
July. It will be known as Kocher’s, 
and Fred W. Bocks and M‘ss Helen Ogil- 
vie will be associated ij), the business. 
Edwin H. Kocher was a + ,yember of the 
pioneer jewelry firm of R. s#ocher & Sons 
which recently went out , * business. He 
is a son of the founder, ...udolph Kocher 
and Bocks, a watchmakex. is a grandson 
of the man who founded : 1e Kocher firm 
in San Jose, 62 years ao. 

The new store of Dar~Levin at 155 
S. First St., San Jose, is considered one 
of the finest jewelry esjablishments in 
the Santa Clara Valleyv,, The interior is 
finished in panelled walnat with mirrors 
and all the electric fixtures are of the 
most modern design. Thyre were many 
floral pieces and telegrams of congratu- 
lation on the opening, night. Levin 
started with a small store 10 years ago, 
when he had been musi,zed out of the 
Navy after serving during the World 
War. He moved to a larger place five 
years ago and the new. sore has been 
necessitated by increased business. 
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LOS ANGELES 





R. W. Cummings, Ventura, was a vis- 
itor in Los Angeles last week while on 
a business trip to Long Beach. 

The Rudolph Mfg. Co., Chicago, has 
established an office on the sixth floor 
of the Metropolitan building and has 
placed R. Norman Schraeger in charge. 

J. H. Benson, representing Henri Pic- 
ard & Frere, watch materials and tools, 
London, Eng., was a caller on the trade 
here, this being the first time the En- 
glish firm has ever covered the Pacific 
Coast. 

I. Goldberg, one of the pioneer jewel- 
ers of Tucson, Ariz., visited the Los An- 
geles wholesale markets last week for 
the first time in 15 years. Mr. Goldberg 
said that business in Arizona was fair- 
ly good, and that merchants were look- 
ing forward to an unusual rush of busi- 
ness in the fall. 

President Huggins of A. I. Hall & Son, 
Inc., has returned from a visit to east- 
ern cities. While in the East Mr. Hug- 
gins attended the convention of whole- 
sale jewelers at Atlantic City. A. P. 
Klingele, manager of the Los Angeles 
branch of the same house, has returned 
from a survey trip of two weeks. He 
reports that there is a seeming increase 
in business and predicts that fall busi- 
ness will exceed that for 1929. 

Jack Roth, president of Jack Roth, 
Inc., returned from a successful business 
trip to Denver and Salt Lake City. “I 
know other jobbers will think we are 
stretching it when I say we did an ex- 
cellent business in those two cities,” said 
Secretary Hayes to a JEWELERS’ CIRCULAR 
reporter, “but nevertheless it is true.” 
Mr. Roth will remain here only a few 
days, starting next Monday for the North 
Pacific territory, planning to travel as 
far as Seattle, Wash. 

M. R. Thomas, who for many years 
has been in business at 202 W. 3rd St., 
has sold his store to Max Hoffert and 
retired from business. Mr. Thomas 
stated to a reporter for THE JEWELERS’ 
CIRCULAR that, after taking an extended 
rest he will again embark in business. 
He is now in Burbank and may decide 
to locate in that suburb of Los Angeles. 
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Mr. Hoffert is a newcomer in California, 
having been engaged in business both 
at Cleveland and Cincinnati, Ohio. 

E. R. Allen, secretary of the Califor- 
nia Gold and Silversmiths Association, 
has opened offices in the Metropolitan 
building, where he can be seen in mat- 
ters connected with organizing units in 
the various districts vf southern Cali- 
fornia. As soon as the work is com- 
pleted here, Mr. Allen will go to San 
Francisco from where he will work the 
districts in northern California. While 
at San Francisco Mr. Allen will estab- 
lish headquarters at the main offices of 
A. I. Hall & Son, Ine. 

W. B. Sunderland has left for San 
Francisco, where Sunderland & Miller, 
the firm of which he is the head, is to 
make an extensive exhibit at the Pacific 
Art and Gift Show, opening July 7, at 
the Palace Hotel in the northern city. 
The firm has rented three rooms for its 
display, which will be one of the largest 
single exhibits. Besides Mr. Sunderland, 
there will be his daughter, Miss Helen 
Sunderland, W. J. Reilly and Isabel Ho- 
rak, from the Los Angeles headquarters 
of the house, and J. M. Browne and 
Phyllis Taber of the San Francisco 
branch to show the display. 

Campbell & Ginder, who went into 
the hands of a receiver, several months 
ago, and whose large stock of jewelry 
and silverware has been selling at an 
auction conducted at the palatial store, 
formerly occupied by the firm, at 729 W. 
7th St., will permit the firm’s name to 
remain on the location, which, after 
July 1, will be leased to the National 
Auction and Sales Corp., Ltd., of which 
T. R. Reed is president; Mr. Campbell, 
treasurer, and Mr. Ginder, secretary. 
The firm will conduct auction sales of 
antiques, oriental and Chinese rugs, 
paintings and bric-a-brac, especially 
merchandise which is available for gifts. 
The company will not purchase any 
stock, but take goods on consignment. 
The Campbell & Ginder stock is about 
closed out, and what little was left when 
the auction sale was closed last Monday, 
is to be sold for the benefit of the cred- 
itors of Campbell & Ginder. 

The members of the newly organized 
San Fernando Valley Retail Jewelers’ 
Association met at Glendale, last Thurs- 
day evening, transacted routine business 
and discussed matters of interest to the 
jewelry trade. There were 34 jewelers 
present, only one member being absent. 
The meeting was held at the Oakmont 
Country Club. Following dinner, Presi- 
dent Arthur Dibbern, Glendale, called 
the meeting to order and after transact- 
ing some minor business made a few 
remarks outlining plans for what he and 
his associates hope will prove of much 
benefit to the jewelers of the San Fer- 
nando Valley. George F. Hambright, 
diamond broker and expert, of Los An- 
geles, gave an interesting and instructive 
talk on diamonds. Clarence Runyon, 
president of the Southeastern Jewelers 
Association, Huntington Park, also spoke 
and was followed by Secretary E. R. 
Allen, of the California Gold and Silver- 
smiths’ Association. 
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Waterford & Son—Jewelers and Watchmakers 


Judith’s customer left after complet- 
ing her purchase, so she strolled over 
to the lighters and inspected them care- 
fully. The salesman handed her one that 
matched her dress in color and said: 

“Some pretty baby, eh? And you can 
sell a color to match any costume. And 
you’d never guess the price! Just about 
half what you’d think. They go from 
$5 up to $25. Here’s the best one.” He 
took a smart table lighter from his bag 
and passed it to Eric. 

In spite of the salesman’s crude man- 
ner, Eric was interested. A discussion 
of prices followed. The young jeweler 
looked inquiringly at Judith and said, 
“Well, maybe we could try a few.” 

“Now don’t say that, brother. If you 
try a few you'll only sell a few. The 
way to sell a lot is to buy a lot; that’s 
so, sister, ain’t it? Now lemme tell you 
our proposition. You buy a six-dozen 
assortment and then nobody else in Brent 
can get ’em. And when you get a six- 
dozen lot you get an extra 5 per cent. 
I’ll bet you ain’t got a line in the whole 
place what pays you as well as this. 
Think of it, 45 per cent discount from 
the list, and an extra 5 per cent when 
you buy the agency lot. How about 
making up the assortment now?” 

Erie was about to speak when he saw 
Judith shake her head significantly. 
Taking the cue, he said, “What do you 
think about it, Miss Somes?” 

“All right in a way, but we’d never 
sell that number. Might do with a 
dozen assorted.” 

“Now listen, sister. You hadn’t oughta 
kid like that. I’ll bet a snappy jane like 
you could sell a dozen in a week easy. 
You’d be repeating before you know it.” 

“Banana oil. We want new stuff every 
week. If we bought six. dozen they’d 
be passé before they were half gone. 
No, I’d say a dozen assorted, Mr. Water- 
ford, and keep on repeating.” 

More talk followed, the salesman 
pleaded and finally intimated that some 
other store would get the chance if 
Eric was so blind to his opportunity. 
That made Eric flare up and he told the 
salesman that he could go where he liked. 
After apologies, the salesman finally got 
an order for two dozen. The agency was 
to remain with them for 60 days, when 
the salesman would be back in Brent. 
If they repeated the order the agency. 
was theirs. If not, Mr. Charles Hackett 
was to be free to sell to someone else— 
if he could. 

That evening, after Eric had ordered 
dinner for Judith and himself at the 
Gourmet Restaurant, the girl said, “You 
didn’t mind my butting in about those 
lighters did you?” 

Eric passed his cigaret case and the 
two young people lit up while waiting 
for the dinner. Then he answered 
Judith. 

“Mind? Say, bright eyes, you butt in 


(Continued from page 29) 


all you like. After all, you got to run 
that department in the new store. But 
tell me why you felt six dozen too many. 
We'd have got an extra 5 per cent. This 
is how I figure it. The normal net profit 
in the jewelry business is less than 2 
per cent. That’s after all expenses are 
paid, you know.” 

Judith nodded her head slightly, at 
the same time flicking her chin with an 
agile finger. Eric blew a cloud of smoke 
and continued. 

“If we get an extra 5 per cent dis- 
count we make that much extra net 
profit. If we could get that 5 per cent 
on everything we’d more than double our 
net profit. Do I or do I don’t speak 
truly?” 

“Maybe your right, big boy, but this 
is how we used to figure in the depart- 
ment store. It was more important to 
keep stocks on any item low and to re- 
peat frequently if necessary, than it was 
to make an extra 5 per cent. We 
reckoned that in the gift department, 
variety and novelty were essential. We 
tried to buy the very latest fad, just 
enough to feed it to the public. ‘Then 
we’d sooner drop it for something newer. 
We were always told that it was the 
last one in a dozen that held all the 
profit in the dozen, and that it was bet- 
ter to lose the sale for an item which 
was dying than to buy some more and 
be stuck with it. Don’t you think so? 

“Hm, hm,” Eric agreed. “I guess 
that’s okeh with a department store, but 
when it comes to a high class jeweler’s 
store like yours, we shouldn’t beso... 
so .. . quick to drop items. Maybe we 
should buy in small lots, but I think 
we'd oughta keep up the stock as long 
as there’s any demand.” 

“That’s where you and I don’t agree. 
I’m strong for the turnover. I’d sooner 
have to switch a customer to something 
else than run the risk of being stuck 
with a lot of old stock. When a woman 
comes in to buy a gift for her friend or 
someone, she don’t want some particular 
thing. She wants a novelty. She may 
have been told of some swell gadget, but 
if you tell her ‘here’s something even 
newer,’ she will buy it.” 

The waiter interrupted them with the 
dinner so they forgot the problems of 
buying for the more interesting one of 
dining. After 10 minutes of companion- 
able silence interspersed with comments 
of appreciation of the food, Eric laid 
down his knife and fork and said: 

“Y’know, big eyes, that guy was a 
pretty good salesman this afternoon, 
even if he was too darned fresh. He 
knew how to put up a good story even 
if he couldn’t tell it right. If that guy 
wasn’t so familiar he’d get along better. 
The chap who spoke at the Chamber 
luncheon said that people didn’t buy the 
article, they bought the service it 
rendered. Now that guy never wasted 


time talking about his lighters, but he 
pressed down on how they helped us to 
sell them and the money we’d make out 
of them. And that’s the reason why 
we’d buy. Darned clever, these Chinese.” 

“That’s good,” Judith nodded sagely 
as she spoke. “But if people only buy 
things for what they do, I can’t see 
where we fit in, in selling jewelry, 
Jewelry don’t do anything, you can't 
cook with it, or eat it or anything. See 
what I mean?” 

“That’s just what I thought, so I ups 
and asks Mister New York when the 
meeting was over. He said that every- 
thing satisfied some desire or instinct, 
and it was to satisfy these instincts or 
emotions that things were bought. For 
instance, food satisfies the instinct of 
hunger, a chair satisfies the desire of 
someone to rest in a sitting position, a 
novel satisfies the desire to exercise the 
imagination, or it might be curiosity, 
or merely imitation—to read what every- 
body else reads. That seemed all right, 
big eyes, but it didn’t hit us, so I asked 
him about jewelry. He said that people 
bought jewelry for several reasons. One 
is imitation, and imitation is the basis 
of fashion, everybody wants to imitate 
the fashion leaders.” 

“I get that,” Judith gave her attrac- 
tive little head a series of short quick 
nods. “That accounts for the craze for 
costume jewelry. Everybody’s doing it, 
and I’d sooner be dead than dowdy. But 
that don’t account for people buying real 
stuff and paying all outdoors for it, 
when they could get imitation that looks 
the same.” 

“Allow me to illuminate your ignor- 
ance with the light of wisdom.” Eric 
grinned cheerfully. ‘The desire to excel 
is the answer. Some people want to win 
golf cups, others want to win scholar 
ships, while our better customers want 
to have the most beautiful and unusual 
jewelry. You know, I figured that folks 
bought our stuff to doll up in, that was 
all. But I can see now that the desire 
for something better than the other 
woman has, goes a long way.” 

“Say, big boy, that tells me some 
thing. There will always be a market 
for real gems. And the more imitation 
stuff there is on the market the less 
valuable it becomes. That’s a hot one 
when you come to think of it. It means 
that the value of real gems will always 
hold up, even if the imitation looks just 
as good.” 

“That’s what the speaker said, so now 
I know he must be right.” Eric begat 
to eat his ice cream. “But here’s al- 
other hot shot from the front. The good 
salesman should make himself an assis 
tant buyer, for his job is really to assist 
the customer to buy what is most suited 
for her needs. Here’s the exact words 
of the speaker.” Eric opened a crumpled 
piece of paper and read. 








1930 
I$ 


ut he 
us to 

ke out 
1 why 
nese,” 
sagely 
y buy 
"t see 
welry, 
can’t 

See 


I ups 
n the 
every- 
stinct, 
cts or 

For 
ict of 
ire of 
ion, a 
se the 
iosity, 
every- 
right, 
asked 
people 
. One 
basis 
mitate 


ittrac- 
quick 
ze for 
ing it, 
r, But 
ig real 
‘or it, 
; looks 


ignor- 

Eric 
» excel 
to win 
holar- 

want 
nusual 
t folks 
it was 
desire 
other 


some- 
narket 
itation 
e less 
»t one 
means 
il ways 
s just 


oO now 
began 
’5 ale 


e good 








July 3, 1930 


“Once the salesman realizes that the 
customer is the real boss of the store he 
will seek to find out her wishes and see 
that they are satisfied. Instead of sell- 
ing something he wants to get rid of, 
hell send the customer away with 
just what makes her happy. He really 
removes the obstacle of the counter 
which is a barrier between the buyer 
and seller.” 

“Please teacher can I ask a couple of 
questions?” Judith cocked her head on 
one side and jerked up her right hand. 
“If what you say is true, how are we 
going to sell old stock? And the—” 

“One at a time, my child,” Eric in- 
terrupted. “Listen to my words of wis- 
dom, swiped from the speaker of the 
day. The instinct of economy is strong 
in many people. Now, as long as a 
thing sells well there’s no question of 
old stock, is there?” 

“No, teacher, thank you.” 

“Good, so the only time old stock is 
concerned is when the people fall for 
something newer. But there are always 
many people who are willing to get 
something that is a bargain; if they 
want to give a present they’ll often give 
something that is really fine, but which 
for one reason or another they can buy 
at a reduced price; they give a handsome 
present and at the same time save some 
money.” 

“And very nice too. You offer economy 
in place of style.” 

“Something like that. But it means 
that you are really assisting the cus- 
tomer to buy when you give her the 
opportunity to save money. If, however, 
she wants the latest thing and will pay 
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for it, then you are wrong to push old 
stock. Got it?” 

“Sure thing. And now for my other 
question. You spoke of the counter as 
a barrier between the buyer and seller.” 

“Psychologically, a barrier, my dear 
child,” Eric put in with an air of 
mock superiority. 

“If it’s a what-you-call-it barrier, it’s 
a barrier. Now my question is this. 
Why not do away with counters in the 
new store. Use a lot of glass top tables 
instead. That’s what we do in gift 
stores. Then when you talk to a cus- 
tomer you can do so more easily. And 
not only that.” Judith’s eyes sparkled 
as her thoughts took shape. “How much 
easier it woulu ‘e tu change the look 
of the store. You could shift tables 
around and thus keep the store looking 
different.” 

Eric reached across the table and 
patted Judith’s hand. “You are a very 
good little girl and . . .” he was just 
about to say “I love you,” but he changed 
it to “you have the most wonderful eyes 
in the world.” 

“Thank you sir. And what kind of 
salesmanship is that?” 

“That is not salesmanship, that is 
merely a recognition of a truth. But let 
me give you another good idea I got 
today. The big job in selling is to get 
satisfactory volume. The speaker said 


that there were only two ways to get. 


more volume. One is to get more cus- 
tomers into the store, and the other is 
to sell more to every customer who comes 
into the store. He says that the second 
one is the job of the salesman while the 
first one is the duty of the store man- 
agement,” continued the youthful Eric. 
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“Gee, that’s so when you come to 
think of it.” Judith exclaimed. 

“And,” Eric continued as though he 
had not been interrupted, ‘The way to 
increase the sale is by three major 
methods. The first is to sell a better 
piece of jewelry or what not that the 
customer originally contemplated. The 
second is to sell more of the same 
thing—” 

“That sounds wrong to me.” Judith 
was flicking her chin. “You can’t sell 
a customer two wedding rings or two 
watches.” 

“No? But you could sell a dozen silver 
spoons instead of eight or eight instead 
of six. If you think you'll find loads of 
things that customers could buy in larger 
quantities. And the third is to sell re- 
lated things. When a customer buys a 
jade ring, let us say, sell her also a jade 
necklace or earrings. When you sell a 
pocket watch, there is a chain, a charm 
and a knife to go with it. Got it?” 

“T have, big boy. But I’ll get some- 
thing else if I don’t beat it home.” 

Laughing and chatting the two 
happy young people left the restaurant 
and walked to Judith’s home. There 
Eric met her mother—she had no father 
as he had died several years ago in a 
motor smash. The mother looked 
searchingly at the young man, and then 
smiled. 

Judith saw Eric to the gate. To his 
surprise he took her in his arms and 
kissed her. And he thrilled at the pres- 
sure of her dear body. 

People looked at the young man who 
walked along the street with such long 
strides and who whistled so happily. 

(To be continued.) 


Would Welcome Return of Yellow Gold 


MILWAUKEE 


“Milwaukee’s better class jewelry stores are experi- 


(Continued from page 27) 


will not be overstocked on this metal when yellow gold 


encing a slight demand for yellow gold jewelry, state- 
ments of a representative number of jewelers inicate, 


particularly in men’s pocket and strap watches and on 
Jewelers are of the 
opinion that local customers can be gradually sold on 
yellow jewelry if they are convinced of the new trend.” 


certain types of ladies’ watches. 


* * % 


DETROIT 


“Detroit jewelers report gradual increase in demand 
for yellow gold, claiming that yellow gold is always promi- 
During the past 


nent in foreign sections of the city. 


becomes popular.” 


* * 


SAN FRANCISCO 


“Demand for yellow gold is increasing slowly, especially 
for men’s watches. 
laces of white gold, trimmed with yellow, red or green 
gold. Colored gold is also good as trim for ring mount- 
ings, buckles and cigarette cases. 


There is ‘novelty’ interest in neck- 


It took a long time to 


create the demand for white gold and jewelers think it 
will be a slow process to swing the demand back to 


‘colored’ gold. 


several months yellow gold has shown a strong revival. 


This is particularly manifest in watches. A number of 
leading retail jewelers stated that the reason for a change 
is due to chromium plating, which is difficult to detect 
by the average layman from white gold. This reason most 
favored any prediction of the return of yellow gold. 
They also sounded a note of warning cautioning jewelers 
to watch carefully their inventories of white gold so they 





They think it will come, but slowly. 
Wholesalers and retailers think a return to yellow gold 
will stimulate business.” 


* * * 


Los ANGELES 


“Interview with several prominent jewelers indicates 
growing tendency for the return of yellow gold in men’s 
watches and sport wear jewelry for women, with one 
prominent firm stating, ‘Many calls lately for yellow gold 
necklaces and _ bracelets.’ 


Several wholesalers stated 


within the past two weeks an increased number of calls 
for yellow gold articles.” 
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V. T. F. WATCH GLASSES 
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The 


AuTHoR’s Norp—Realizing that there is a 
warcity of competent watchmakers employed 
or engaged in the jewelry business, this 
article is written at the request of the tech- 
nical editor for the purpose of interesting the 
younger generation in the selection of watch- 
making as an occupation. Among the me- 
chanical occupations, watchmaking stands 
preeminent as a clean, profitable business, 
diminating the monotonous routine of many 
other lines. The watchmaker has invariably 
been honored as the highest exponent of hu- 
man mechanical skill, and delicate precision 
instruments of every description come within 
the scope of the watchmaker’s ability. It 
would be impossible to operate our vast in- 
dustrial system without the aid of accurate 
timepieces. Strictly speaking, the name 
“watchmaker” is a trade misnomer, as watch- 
making generally comprises the manufacture 
of watch movements. However, the name, 
“watchmaker” in the jewelry business, is in- 
variably ‘applied to one who repairs watches, 
and a competent watchmaker or watch re- 
pairer should be able to make practically 
any of the different kinds and models of 
watches now in use. 

If the remarks contained in this article are 





“old stuff’ to the competent workman, we ° 


trust that it will be considered in the same 
spirit in which it is intended, viz.; that of 
interesting and imparting information to the 
beginner.—L. B. P. 





(Continued from Technical issue of 


June 5.) 


QUESTION.—How shall we prepare the 





surface of the lap after it has been faced 
of true in the lathe? 

ANSWER.—To properly prepare the 
surface of the lap and also to keep it 
In good condition at all times, we shall 
Tequire a small steel scraper. The 
scraper is similar to such tools as used 
In the machine shops, but this one is 
‘specially suitable for our purpose. 
The scraper is shown in Fig. 157. The 
head A is made of tool steel about one- 
eighth of an inch in thickness; the 
edge B should be about three-quarters 
of an inch in length, hardened and 
tempered light straw and with cutting 
edges ground to about the angle shown. 
The rod C is a piece of quarter 
inch brass or steel rod firmly rivetted 
to the head A. An ordinary file handle 
may be fitted to the rod and the total 
length of the completed tool should 
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measure about seven or eight inches. 
In using such a scraper, it should be 
drawn in the direction of the arrow. 
In using our lap, it is best to use all 
of the surface, instead of working in 
one small spot all the time, as the fre- 
quent scraping that may be required to 
correct low spots in the surface, will 
simply mean that the lap will require 
facing in the lathe much sooner than it 
will if we use judgment in the matter. 


QUESTION.—How shall we hold small, 
delicate pieces of steel for polishing? 

ANSWER.—Small pieces or parts that 
are thin and springy may be cemented 
to a heavier block with gum shellac. A 


> 











No 


FIG. 157 


suitable attachment for this purpose is 
simply a circle of brass about one-eighth 
of an inch in thickness and of any re- 
quired diameter. Three equi-distant 
points may be spaced off on the outer 
edge of this circle; in two of these 
spaces, we may drill and tap for a 
tight fitting screw about % by 40 thread. 
The length of the screws need not exceed 
one-half inch; the ends should be 
rounded off so they will not cut the 
surface of our lap. In using this at- 
tachment, we simply cement the part 
we wish to polish, onto the brass circle 
of disc. ‘Then we may use the screws 
to level the surface of the part until it 
lies flat on the lap. A rub or two on 


the surface of the glass lap will quickly 
indicate any required alteration to bring 
the part flat. 

Any small parts that have pins on 
them, such as regulator springs, etc., 
may be easily attached to the block, if 
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Horological Questionnaire 


Written expressly for THm JEWELERS’ CIRCULAR, by Lester B. Pratt 


small holes are drilled to take the pins. 
All screws may be secured in the same 
manner. 


QUESTION.—How shall we prepare the 
polishing powders for use of the lap? 


ANSWER.—As the sapphirine is not 
always uniform in quality, it is best to 
wash or settle it in order to remove any 
possible gritty particles that may be 
present. Take any wide mouthed bottle 
of about two or three ounces capacity 
and after thoroughly cleaning it, fill 
about two-thirds with benzine, then 
empty the contents of the bottle of 
sapphirine into the benzine and stir 
it thoroughly. Plug the bottle loosely 
with clean cotton and put it aside to 
settle. Leave it until all of the benzine 
is evaporated; the cotton excludes the 
dust but allows the benzine to evaporate. 
Any coarse or gritty particles will settle 
to the bottom of the bottle. In using 
the washed sapphirine powder, we must 
be careful to use only the top layer; 
we may eventually find that all of it is 
fit to use, but until we are sure of this 
point it is best to be careful. 

As we shall have oil stone powder, 
sapphirine and diamantine to use in our 
polishing operations, it will be best to 
provide one of the three-story polishing 
blocks, which may be obtained of any 
supply house. Such a block is quite use- 
ful, it keeps all of the powders covered 
and free from dust. 


QUESTION.—How shall we mix the 
polishing powders in order to obtain the 
best results in smoothing and polishing 
small steel parts? 

ANSWER.—We have mentioned meth- 
ods of washing or settling the various 
powders used in the flat polishing of 
steel. This is quite necessary in order 
to obtain powders of uniform grits. 
Attention to just such little details rep- 
resents the difference between good and 
poor work. We will assume that the 
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Have You Lost Diamond or Jewelry Sales 


Thru Poor Watch Service? 


Too Often, * YES” 


A customer who becomes disgusted with your watch repair service is apt to feel that you 
are short on knowledge of your whole business. 

This shatters the confidence that might have brought him, or her, to you when the time 
came to buy that costly gem or jewel—just as much so as in the purchase of a watch. 

The insidious thing about it is that it is the most desirable class of customers who, if dis- 
satisfied, just quietly go elsewhere to buy; it is the cheap customer who is usually the loud 
complainer. 

To build sales, create a reputation for your establishment as a Technical Authority; this 
can be done more surely and economically by Better Watch Repair Service than in any other 
way. 

To the Retail and Wholesale Trade the development of the ability of our Watchmakers is a 
VITAL ISSUE. The Certification of Watchmakers now being provided by the Horological In- 
stitute of America is the greatest move ever made in that direction. To speed up this good 
work, many more jewelers should join and support the H. |. of A. 

In your own interest, join the H. |. of A., and urge your watchmaker to write for informa- 
tion about becoming a Certified Watchmaker. 


THE HOROLOGICAL INSTITUTE OF AMERICA 


XX 


“T AM A JEWELER”—‘How Can I Help Myself, pm 
by Helping the Institute?” By becoming a member. ae. 


Mr. Paul Moore, Secretary, c/o National Research Council, 
21st and B Sts., N. W., Washington, D. C. 

Dear Sir: Please send application blank for Membership 
in Horological Institute of America to: 


Address 


Active membership 5.00 per annum 
Sustaining membership 10.00 per annum 
Life membership 

Patron membership 


“T AM A WATCHMAKER’—“How Can I Share 
in the Institute’s Benefits?” By becoming a Certi- 
fied Watchmaker. 


Mr. Ralph E. Gould, c/o Bureau of Standards, Washing- 


ton, D. C.: 
Dear Sir: Please send information pamphlet about taking 
examination to become a Certified Watchmaker to: 


Address 
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wders have been properly prepared 
and are suitable for our purposes. 

Now, on the top plate of our three- 
story polishing block (which we will 
wipe off carefully with our hand, to be 
sure there is not any grit on it) we 
will place two drops of watch oil. With 
a clean knife blade we will take from 
our sapphirine a lump about the size of 
a pea and add it to the oil, mixing it 
carefully and adding more sapphirine or 
oil as required until we have mixed it 
as stiff as possible, say to the consis- 
tency of cheese. Right here is where 
most beginners “slip” in trying to follow 
the instructions usually given; they do 
not mix the material stiff enough. So 
do not make this mistake; you cannot 
get it too thick so long as there is no 
dry sapphirine present. We may use 
the bottom plate of our polishing block 
to mix the oil-stone powder on and in 
this connection it is well to always fol- 
low the rule of fine powders in the top 
compartments and the coarser powders 
in the lower compartments of such 
polishing blocks; then there is little risk 
of coarse powders getting mixed with 
the finer powders. As we wish to make 
a first class job of this polishing oper- 
ation, we may treat the oil-stone powder 
in the same manner as we did the sap- 
phirine; that is, the oil-stone powder 
must be mixed quite thick also, about 
like fresh putty. 

Our next step will be to prepare (for 
want of a better name) what we will 
call “watchmakers putty.” To prepare 
it, take a piece of white bread about 
two inches square and without any crust. 
If it is at all dry moisten it in water 
and squeeze the water out as much as 
possible, working the bread up into a 
lump; stick it on the end of a wire and 
toast it over the bunsen flame until a 
light brown on the outside, then kneed it 
over again in the fingers and repeat the 
toastings as before until the “putty” 
thus formed. while soft, does not stick 
to the fingers. It will usually require 
about three or four toastings but much 
depends upon the bread in the first place 
and how well you squeeze the water out. 

(To be continued) 








A Veteran Clock 


«6PINHIS clock has served the Southern 
Pacific since 1869.” 

A placard, bearing the foregoing no- 
tice has been placed on a clock which 
hangs in the General Freight office of 
the Southern Pacific Railroad Co. at 
Portland, Ore., in recognition of its long 
and faithful service. S. A. Pope, super- 
visor of time service for the company 
recently overhauled the clock and stated 
that it is as good as new, and should 
Bive good service indefinitely. 

The clock was taken to California 
around the “Horn,” before the present 
overland route was constructed by the 
Central Pacific. It is about 6 feet in 
height and is known as a Swiss reg- 
ulator. 

The Southern Pacific Bulletin, house 
organ for the company, interested mem- 

ts of the Time Department, watch 
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inspectors, etc., by publishing a brief 
description of the clock which has 
worked for the organization 61 years 
and is still going strong. It was made 
in Switzerland but has no plate, showing 


Courtesy Southern Pacific Bulletin 


THIS CLOCK HAS BEEN IN SERVICE 


SINCE 1869 


the date or maker. It has a pin-wheel 
escapement, seldom seen in modern 
clocks, and keeps excellent time. 


A LOCOMOTIVE MADE BY A RAILROAD 
TELEGRAPH OPERATOR 
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Wonder Locomotive Clock Attracts 
Much Attention 


—_— wonderful little piece of work 
was designed and made by W. H. 
Roach, a railroad telegraph operator of 
Gretna, Va., and represents two and a 
half years of hard studying, patience and 
skill. It is doubtful if there is another 
such a timepiece in the United States 
or in the entire world. 

In building this timepiece Roach held 
in memory the ill-fated Southern Rail- 
road tran No. 97 which was wrecked near 
Danville, Va., in 1903 and of which so 
much has been written and said. The 
engine is as near a miniature duplicate 
of the engine that went down in Old 97 
wreck as memory would permit the 
builder to recall. If the reader checks 
over the different parts of the engine as 
shown in the cut he or she will see that 
it is a miniature up to date model of 
fast stepping locomotives of its date, 
which the Southern Railroad was using 
on its trains of the years of 1903-06. The 
show window at the store of Hodnett & 
Speer, Danville, has been the one center 
of attraction for several days, people 
coming from distances of 40 to 50 miles 
to see this little timepiece. 

The most marvelous thing about this 
little clock is the ringing of the bell as if 
by a human hand, the flashing on of 
the headlight and markers and signals. 
The drivers—pony truck and the idler 
wheels turn and the air brake goes to 
work. In fact it is a real miniature re- 
production of the start of Old 97’s engine 
from Monroe, Va., on that fatefu! trip. 

The designer and builder of the clock 
has been a genius from the age of 12 
years. He has been able to design and 
build anything that he wanted, while he 
has many things, including a Columbia 
Temple clock that he worked on for more 
than three years. He terms the wonder 
locomotive clock his masterpiece of all 
his work. 

For some time after the completion of 
this little timepiece Mr. Roach kept it 
at his home out in the country, and only 
his most intimate friends knew of his 
natural genius and of the things he had 
built in his modest little shop. But 
things will leak out and by and by a 

(Continued on page 73) 





THE JEWELERS’ 











CIRCULAR July 3, 1980 








Fu/] VALUE 


Pro mM pt 
PAYMENT 
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sweepings, polishings, etc., 
today, and send them in. Our 
check will be sent promptly 
and it will fully cover ALL 
the precious metal contained 
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ish or grind you 
will realize your 
danger and _ will 
want to stop breath- 
ing in this irritating, 
dangerous dust. 
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POLISHING 
DUST COLLECTOR 


Get the free information. 
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QuesTION No. 4276—Drilling Pivot 
Holes in Clock Plates—In making a 
clock, where the plates are too large to 
handle in an uprighting tool or universal 
head, what is the best way to find the 
proper location of holes in top plate to 
match pivot holes in lower plate?—A. T. 


ANSWER.—The most accurate method 
to follow in such cases would be to use 
the uprighting tool. However, the fol- 
lowing method is quite practical if care- 
ful attention is given to all details. All 
holes that go through each plate, should 
be laid out on the top plate, then clamp 
the plates firmly together and drill both 
plates at the same time. An extra 
tongue of metal may be left at each of 
the corners; if such tongues are soft 
soldered together, if furnishes an easy 
and secure method of clamping the plates 
together. After drilling the holes, the 
extra tongues of metal may be removed. 
When drilling the holes, it is very essen- 
tial that the plates be held against a 
drill pad or rest that is exactly at right 
angles with the lathe head or drill chuck. 
If the pillar posts are turned up true, 
with square shoulders and all of the 
same length, the plates should come to- 
gether in accurate upright position. 
This method may answer very well in- 
deed, if an uprighting tool is not avail- 
able. 


QUESTION No. 4277—Remove the Main- 
spring.—Is it necessary to remove the 
mainspring when cleaning a watch, un- 
less it has old gummy oil on it? Also, is 
it a good idea to use vaseline on watch 
mainsprings instead of watch oil?—H. B. 


ANSWER.—It is quite essential that 
you remove the mainspring in each 
watch that requires cleaning, even 
though no trace of old oil is observable. 
We cannot correctly judge the condition 
of the spring unless we remove it for 
examination. The spring may be set or 
distorted; it may appear to be quite clean 
and still be dry and sticky. Any of these 
conditions will offset the advantages 
gained in cleaning the movement. Vase- 
line is entirely too heavy for use on 
watch mainsprings, in fact, its use would 
be very little improvement over old, 
gummy oil. On the other hand, watch 
oil is rather too light to withstand the 
heavy pressure on the coils of the spring. 
Clock oil, which is slightly heavier in 
consistency, is much more suitable for a 


mainspring and is used by the best work- 
men. 


QUESTION No. 4278.—Oxidizing White 
Gold.—Will you kindly inform me what 
kind of solution is required to make a 
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dark oxidized finish on white gold rings? 
Also what is the best flux to melt gold 
filings? F. G. 


ANSWER.—Your best solution for oxi- 
dizing white gold rings is made up of 
platinum chloride dissolved in water, 
with a small amount of ammonia added 
to facilitate solution of the platinum 
chloride. This solution may be made up 
ef one part platinum chloride and 10 
parts water. To use this for oxidizing, 
use a small camel-hair brush and apply 
to the parts you wish to oxidize. Then 
heat the article sufficiently to bring out 
the dark color. Repeat this until you 
have the desired shade. Then remove 
the high lights with moist pumice stone 
powder. 

If you expect to melt gold filings so 
you can use them again for new gold, we 
must advise you that this can seldom be 
done satisfactorily. However, you can 
try the following method, which is the 
best that can be done with such material, 
except refining same. Heat the filings in 
an iron pan to burn up dirt, then run a 
small magnet through them until all steel 
and iron particles are removed. Place 
the filings in a crucible and add salt- 
peter, soda ash and some borax. Allow 
this to fuse for about an hour, until the 
fluxes have reduced to small bulk, then 
allow the mass to cool and break the 
crucible. Remelt in a clean crucible and 
cast in ingot. If this fails to produce 
tough gold, your only recourse will be to 
refine to obtain fine gold, which can then 
be alloyed as desired. 


QUESTION No. 4279.—To Polish Tor- 
toise Shell Goods.—A customer brought 
in some tortoise shell goods and wants 
them polished so they will look like new 
goods. Can you advise us how to do this 
work? We have tried buffing the pieces 
in the same manner as we do gold and 
silver goods, but, so far, we have not 









been able to do a very good job.—M. G. 
& Co. 

ANSWER.—If the goods have been in 
use for some time, it is more than likely 
that they have become scratched in addi- 
tion to being dull in appearance. If such 
is the case, it will be necessary to grind 
out the scratches before any satisfac- 
tory polishing can be done. For this 
purpose, you will require some very fine 
powdered pumice stone. All gritty par- 
ticles must be removed. You can easily 
prepare such powder by obtaining the 
ordinary grade and “washing” it. Place 
about a pound of the powder in water 
and stir thoroughly, then allow to settle 
for about two or three minutes. The 
coarse particles will settle to the bot- 
tom, leaving the fine particles suspended. 
If we pour off the top part of the solu- 
tion and allow it to settle for a few 
hours we may have some very fine pow- 
dered pumice. We may dry this powder 
in a pan over a water bath, then melt 
up some mutton tallow and mix in 
enough of the fine pumice stone powder 
to make a soft paste. This paste may 
be applied to a clean cotton lathe brush 
and with the lathe running at a medium 
speed, we may polish out the scratches. 
The surface thus produced will not. be 
a fine polish; it will be rather a smooth 
surface with some luster; in fact, it will 
have very much the same appearance 
as dull finished varnish on wood work. 
To produce a brilliant, high polish, we 
may use some subnitrate of bismuth 
with a small amount of oil and applied 
to a clean cotton buff. There is one 
point that we must pay particular at- 
tention to, in polishing soft goods of 
this character. We must keep the work 
moving all the time we are polishing; 
otherwise the goods will soften and burn 
a small hole in the work that will require 
much time to remove. 








Wonder Locomotive Clock 
(Continued from page 71) 


traveling salesman learned about him 
and his work. From that date on people 
have gone to his home from far and near 
to see the free show. 

While Mr. Roach built this little loco- 
motive clock with nothing in particular 
in view, upon the advice of many of his 
best business friends he has decided to 
exhibit his invention in many of the 
largest cities, charging no fee to the 
public and only a very small sum to 
the firm that uses it for a front window 
advertisement. John C. Roach, Danville, 
Va., a brother of the maker, will go with 
the engine, personally explaining all 
about the working of the little engine. 
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A recent testimonial reads “The sma incident i 
proven to us your reliability” 


SWEEP SMELTERS, 
BIRMINGHAM, Enc 
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United States Patents 


Issue of June 24, 1930 


1,765,677. CLOCK MECHANISM.  Frep R. 

 KaLcK, Philadelphia. Filed March 16, 
1927. Ser. 175,722. Renewed April 28, 
1930. 1 claim. 


In a mechanism of the type set forth, a 
frame having a hole, forwardly-projecting 
spaced pins mounted on said frame around 
said hole, a ring-gear journaled on said pins 
in front of said frame so as to surround said 
hole, this ring-gear carrying a minute-hand, 
a set of rearwardly-extending pins mounted 
on the frame around said hole, an hour-gear 































mounted these rearwardly- 


rotatably upon 
extending pins so as to surround said hole 
in the frame, this hour-gear being provided 


with a supporting arm extending radially 
inwardly and through the hour-gear and the 
hole in the frame and having its forwardly- 
projecting end provided with an hour-hand 
lying in a plane adjacent to the aforesaid 
minute-hand. 


1,765,966. WRIST-WATCH-STRAP FAST- 
ENER. JAMES W. C.LaRK, Chicago. 
Filed April 25, 1927. Ser. 186,189. 3 
claims. 

The combination with a wrist watch hav- 
ing a case provided with a pair of laterally 
spaced, outwardly projecting lugs on opposite 
sides thereof and a pin bar extending be- 
tween and engaged with each pair of lugs, 
of a wrist band having one end secured to 
one pin bar between the lugs thereof, a one- 
piece metal clip carried at the other end of 
the band and providing a releasable connec- 





57 


tion therefor with the other pin bar, said clip 
having a rigid body portion lying under the 
band and having an integrally formed hook 
at one end to engage about the last named 
pin bar between the lugs thereof, and means 
Providing a connection between the band 
and the clip on the upper side thereof ad- 
jacent the hook so that the body portion of 
the clip will lie under the band and have an 
extended engagement therewith. 


1,765,971. FOLDING CASE FOR TIME- 
PIECES. WI.uiAm B. Earv, Leominster, 
Mass. Filed June 9, 1927. Ser. 197,575. 
1 claim. 

A folding case for time pieces of celluloid 
comprising complementary bottom and cover 
Portions of sheet material hingedly connected, 
an intermediate holder having a front por- 

on with a sight opening formed therein 
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adapted to lie within the bottom and cover 
portions when the case is closed and hingedly 
connected with one of the portions, rear- 
wardly extending wings upon the holder hav- 
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ing a depth sufficient to encompass a time 
piece, and a U-shaped clamp connected to 
the wings and designed to frictionally main- 
tain a time piece centered within the holder 
behind the front portion and with the face 
exposed through the sight opening. 


1,766,320. CIGARETTE CASE AND 
LIGHTER. EDWARD G. AHRENS, San 
Francisco, Cal., assignor of one-half to 
Herbert A. Gladstone, San Francisco, 
Cal. Filed May 14, 1928. Ser. 277,537. 
5 claims. 

A cigarette lighter comprising a casing, 
a wheel rotatably carried by said casing and 
having a serrated periphery, a flint yielding- 
ly held in engagement with said wheel, a trig- 
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rotating the wheel, spring means for quickly 
swinging the trigger back to normal position 
and for quickly rotating the wheel, a cover 
for the casing enclosing all of the working 
parts, and cooperating means carried by the 
cover and trigger for opening the cover, said 
trigger having an extension for swinging the 
cover into full open position. 


1,766,806. CLOCK MOVEMENT 
DIAL-SUPPORTING MEANS.  JosepH 
WILcox, Jr., Athol, Mass., assignor to 
Wilcox Novelty Co., Athol, Mass. Filed 
Feb. 1, 1926. Ser. 85,142. 3 claims. 


In a clock, a movement having front and 
back movement plates, a plurality of move- 
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ment posts by which said plates are secured 
in fixed spaced relation, certain of said posts 
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being forwardly extended through and beyond 
said front movement plate and being exter- 
nally threaded and having axially disposed 
tapped holes therein, a dial, and screws ex- 
tending through said dial and into said holes 
to detachably secure said dial in position, 
forwardly spaced from said plate, spacing 
collars provided on said screws between sai 
dial and said post projections, whereby the 
space between said dial and said posts may 
be adjusted, and means on said extensions to 
lock said front plate to said posts. 


1,767,183. ALARM CLOCK. Paut Lux, 
Waterbury, Conn., assignor to The Lux 
Clock Mfg. Co., aterbury, Conn. Filed 
Nov. 22, 1927. Ser. 234,988. 4 claims. 


In an alarm clock, a cam, a time-keeping 
mechanism for slowly rotating said cam, a 
bell, a vibratory lever for sounding said bell 
to give the alarm, said cam normally holding 
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said vibratory lever out of action, a line- 
suspended weight for supplying the power to 
vibrate said lever, and a take-up spring for 
rewinding said line when the operator raises 
said weight, and means for suspending said 
weight out of action. 


1,767,315. WRIST-WATCH PROTECTOR. 
HarRRY SCHREIBER, New York. Filed May 
23, 1928. Ser. 279,988. 3 claims. 

A protector for a wrist watch composed of 
flexible, waterproof material and including 
a body portion adapted to envelop the aan 
of a watch, flexible extensions dispose 








laterally of said body portion and adapted to 
fit over the straps adjacent said casing, 
fastening means embracing said extensions, 
said body portion having a sight opening for 
exposing the face of the watch and absorptive 
material arranged marginally of said opening. 


1,767,529. BRACELET CHAIN. PERCIVAL 
W. JONES, Warwick, R. I., assignor to 
Rosenheim Co., Inc., Providence, R. I. 
Filed June 12, 1928. Ser. 284,871. 5 
claims, 

In an ornamental chain, a plurality of units 
each having side walls, a projecting connector 
member hinged to the side walls of one unit 
and extendible into an adjacent unit between 
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the side walls thereof, said connector member 
having a compressible part, said adjacent 
unit having an inwardly extending catch part 


adapted to be engaged by said compressible 
part to lock the units together. 
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JEWELRY BRACELET. Her- 
Lotr, Webster Groves, Mo. 
30, 1928. Ser. 250,569. 4 

claims 


In a jewelry-link, a shell comprising con- 
nected side and opposed front and back walls, 
the front wall having a slot and a hook con- 
tinuation, the latter terminating adjacent the 
end of the back wall to provide an ornament- 
bar accommodating opening, in combination 


1,767,596. 


with a latch-member of tubular formation 
embraced by the shell and its said hook-con- 
tinuation to normally underlie and provide a 
closure for said opening, said latch-member 
having a pivot-bearing upon the inner face 
of the shell front-wall for rocking move- 
ment and also having an actuating extension 
projecting outwardly the shell through said 
slot for finger-engagement. 


1,767,436. CUFF BUTTON. Peter A. Cur- 
TIN, Buffalo, N. Y. Filed July 25, 1928. 
Ser. 295,154, 9 claims. 

A cuff button, comprising two heads, each 
having a single slot therein and a stretchable 
link passed through said slot.and detachably 
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connected at opposite ends to the opposite 
heads, said link being compressed within 
side of each head to prevent it being removed 
from said slot under stretching of said link. 


1,767,935. WATCH - CRYSTAL - FITTING 
DEVICE. JAMES Bruce McDaAniegL, 
Macon, Ga. Filed July 24, 1928. 

295,066. 2 claims. 

A watch crystal fitter comprising a base, 
a flat centrally disposed portion rising from 
said base and having a seat therein to receive 
a sheet of material from which a crystal is 
to be cut, shoulders formed at the opposite 
ends of said raised portion, flanges rising 
from the opposite ends of said base, clamp 
bars adapted to be laid on the opposite end 


Ser. 


portions of said base crosswise of said 
shoulders and with their outer ends abutted 
against said flanges and the inner end por- 
tions thereof resting on adjacent edges of a 
template which is adapted to be placed on 
the material in said seat, arched members 
disposed transversely of and above said base 
and clamp members carried by said arche 
members and adapted to engage said clamp 
bars at points thereon in line with said 
shoulders. 


1,767,949. ELECTRIC CLOCK SYSTEM. 
HENRY E. WARREN, Ashland, Mass., as- 
signor to Warren Telechron Co., Ashiand, 

ss. Original application filed Jan. 24, 
1928. Ser. 249,175. | Divided and this 
application filed June 4, 1929. Ser. 
368,270. 3 claims. 

In an electric clock system connected to a 























source of commercial alternating current, 
secondary clocks operated by synchronous 
motors, a second source of alternating current 
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having a frequency greater than the first 
source, and means for connecting said clock 
system to said high frequency source to cor- 
rect for the negative frequency error of the 
first source, including a master clock pro- 
vided with a minute hand, means to rotate 
said master clock in synchronism with, but 
in opposite direction to, the secondary clock 
minute hand and provided with a switch con- 
trolled by said master minute hand and ar- 
ranged to connect said clock system to either 
of said two sources. 


1,768,100. CLOCK. PAUL BAUMGARTEN, 
Berlin-Wilmersdorf, Germany, assignor 
to Adolf Riese, Berlin, Germany. Filed 
Jan. 28, 1926. Ser. 84,461, and in Ger- 
many Jan. 31, 1925. 2 claims, 


In a clock, a casing, transparent plates 
located in the casing, a shaft like member 
connecting the medial portions of the plates, 
clock hands having the inner terminals loose- 


ly mounted on the shaft like member inter- 
mediate the transparent plates, and annular 
driving members connected with the outer 
terminals of the clock hands. 


1,768,431. ELECTRIC CLOCK SYSTEM. 
Henry E. WARREN, Ashland, Mass., as- 
signor to Warren Telechron Co., Ashiand, 
Mass. Filed Jan. 24,1928. Ser. 249,175. 
9 claims. 

An electric clock system arranged to re- 
ceive energy from an alternating current 
source including a master clock provided with 
a minute hand, a synchronous motor normally 
energized and arranged to rotate said master 














/ 





clock at a speed equal and opposite to that of 
said minute hand, a second synchronous 
motor normally deenergized and arranged 
when energized to rotate said master ‘clock 
at a greater speed and opposite to that of 
said minute hand, a switch operated by said 
minute hand and arranged to control the 
energization of said second synchronous 
motor, and secondary clocks each provided 
with two synchronous motors arranged and 
connected to respectively operate said sec- 
ondary clocks in synchronism with the two 
above mentioned rotational movements of said 


master clock. 
DESIGNS 
Issue of June 24, 1930 


81,442, FINGER RING. SAMUEL GROSS- 
MAN, New York, assignor to David 
Klebanoff and Samuel Grossman, New 
York. Filed April 9, 1930. Ser. 35,200. 
Term of patent 3% years. 


The ornamental design for a finger ring as 
shown. 


July 3, 1980 


United States Trade-Marks 
Issue of June 24, 1930 


The following trade-marks are published in 
compliance with Section 6 of the Act of Feb, 
20, 1905, as amended March 2, 1907. Notics 
of opposition must be filed within 30 days of 
this application. 

Marks applied for under the 10-year “Dro. 
viso” are_registrable under the provision in 
Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act 
fee of $10 must accompany each notice of 
opposition. ‘ 

Ser. 300,516. Louris Hanson Co., 
Filed May 14, 1930. 


-FLELTRA- 


For Clocks and Parts Thereof. 
Claims use since May 1, 1930. 


Ser. 290,257. C. A. Kiger Co., doing business 
as Virgin Diamond Syndicate, Kansas 
City, Mo. Filed Sept. 26, 1929. 

The word “Diamonds” and the representa- 
tion of diamonds are disclaimed apart from 
the mark shown in the drawing. 


Chicago, 


VIRGIN 


For Cut Diamonds. 
Claims use since July 1, 1929. 


Ser. 294,120. Morsg, ANDREWS Co., Attle- 
oro, Mass. Filed Dec. 27, 1929. 
The portrait comprising a part of this 
trade-mark is fanciful. 


For Belt Buckles, Suspender Buckles, and 
Belt or Button Key-Chain Holders Which are 
Made Wholly or Partly of Precious Metal. 

Claims use since Nov. 21, 1929. 


298,131. AtpHA Omeca ALPHA Hon: 
ORARY FRATERNITY, Slaterville Springs, 
N. Y. Filed March 31, 1930. 


Ser. 


For Fraternity Pins, Badges; Scarf, Lapel 
and Breast Pins; ff Links, Ornament 
Shields, Lapel Buttons, Tie Clasps, C 
Finger Rings, and Belt Buckles, Ali Made of 
or Plated with Precious Metal. 

Claims use since August, 1902. 





